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Automatic sectional house heating with efficient, modern appliances of the 
direct application type with thermostatic control open up a great mass market 
to house heating by gas. They make such heating practical, inexpensive. They 
solve the problem of the many homes in which central heating plants cannot 


a 
be installed. They are rapidly expanding the s¢les.of both fuels and appliances. 
Robertshaw provides a complete line ofvtested space -heater thermo- 


, \/ st’ 


stats for circulators, radiant heaters, floor furnaces, unit heaters, warm 


air units, kitchen heaters and gas steam radiators. 


Write for 
ROBERTSHAW SPACE HEATER THERMOSTAT BULLETIN 
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“the EMCD ccppllccate 
FOR AMEASURING JOB IN 
YOUR DISTRIBUTION SYSTEM 


When you consider the 
different groups of employees 
in your distribution system, you can't help considering the mechanical 
ones—the gas meters you employ—as one of the most important of alll. 
They, and they alone, determine the revenue upon which your profits 
depend. Quietly and unobtrusively, twenty-four hours every day, these 
mechanical employees go about their task of recording the gas service 
delivered by you. Without them there would be no equitable basis for 
apportioning charges fairly among your consumers. Truly, they are 
your silent representatives on the premises of your customers. 


When you buy meters, then, why not buy them on the same basis 
as you hire your employees? Heres the EMCO application. 


PITTSBURGH EQUITABLE METER CoO. 


MERCO NORDSTROM VALVE CoO. 


MAIN OFFICES PITTSBURGH, PA. 


NEW YORK LOS ANGELES TULSA HOUSTON MEMPHIS BUFFALO 


COLUMBIA KANSAS CITY CHICAGO PHILADELPHIA ATLANTA OAKLAND 
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The remarkably low-cost public service rendered 
by the gas industry is to a considerable extent made 
possible by the long life and economy of cast iron 
pipe. Likewise the progress in gas distribution has 
been paralleled by improvements in cast iron pipe, 
notably modern bottle-tight mechanical joints for 
modern working pressures. They are available with 
pipe in diameters from 1% to 84 inches. 


CAST IRON PIPE 


THE STANDARD MATERIAL (4 FOR UNDERGROUND MAINS 
~ 


The Cast Iron Pipe Research Ass’n,Thos.F.Wolfe S@@@i_ Research Engr., 1013 Peoples Gas Bldg., Chicago 
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HY is cast iron pipe specified with confidence to meet conditions under which 
another pipe material would be a gamble? Every engineer knows the answer! 
Effective resistance to corrosion—ample margins of safety in strengths to meet 
stresses—impermeability and permanently tight joints. We furnish cast iron pipe in 


all diameters from 2-inch to 84-inch with all types of joints, and standard or special 


| a 
: cast 1ron. : fittings as required. Our experience in pipe design is extensive. Our plant facili- 


ties, resourceful. And we can ship from any one of 15 plants and storage yards. 
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Castironand alloy castiron pipe centrif- 
ugally or pit cast— for water works, gas, 
sewerage and drainage service as well 
as industrial uses involving corrosives. 


U.S. PIPE & FOUNDRY CO. 
BURLINGTON, NEW JERSEY 


and Sales Offices throughout the U. S. 
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Lithographed on stone by James E. Allen 
for U.S. Pipe & Foundry Co., Copyright 
1937, U. S. Pipe & Foundry Co. 


4 generations representing 
i6 years of service in the 

shops. Left to right, 

are Frank DeLong, 

61 years of service; 


the y 


John 


6-Cylinder Installation set up for full-load test 
on factory test block 


% 


PPAR LDIF POLED 


DeLong, son, 36 years of 
service: Frank Davie, 
grandson, 15 years: Rob- 
ert Giberson, great-grand 
son, 4 years. 


The “Gaserd-Andle” tc clleved tm 2. 3. 4 ond 
6-cylinder Sizes, 200 to 600 H. P. 
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with the Tew GMH 
ANGLE COMPRESSOR 
UNIT 


A TWO-CYCLE 
COMPRESSOR 
UNIT 
BUILT IN 
TWO, FAREE 
AND FOUR 
CYLINDER 
SIZES 

it SUIT 


YOUR NEEDS. 


& 
RATED FROM 
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150 TO: soo 


HORSEPOWER. 


CYLINDER. 
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CONVENIENT! 


@ Shipped completely assembled 
except for attaching compress- 
or cylinders. 


@ Factory alignments need not be 
changed when erected in field. 


@ Easily transferred from one 
location to another. 


@ Rugged enough for heaviest 
usage. 


@ Light enough for truck trans- 
portation/ 


ECONOMICAL! 


@ Transportation and erecting 
costs are lower because the 
unit is portable and factory- 
assembled. 


@ Streamline scavenging affords 
more power with less fuel .. . 
greater combustion efficiency. 


@ Positive pressure lubrication 
assures long life and economy. 


@ Oil-cooled pistons and spacious 
water jackets mean fewer shut- 
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Leakage Losses 


LICKED! 


METAMETER FOR AUTOMATICALLY CONTROLLING GAS DISTRIBUTION PRESSURES 


BRISTOL’S DIAPHRAGM 
OPERATOR 


A, ———E - — 
—— 
4 . 


POWER SUPPLY 


6 TO 80LB. SQINS~ 


= 


~TGAS TO DISTRIBUTION 
SYSTEM 


HIGH PRESSURE SIDE 


GAS PRESSURE RECORDED AND 
—]> WAUTOMATICALLY CONTROLLED 

yy} HERE TO MAINTAIN CONSTANT 
=> AZ| PRESSURE AT REMOTE POINT 


een) CAN BE ANY DISTANCE APART 


TWO-WIRE TRANSMISSION LINE 
TELEPHONE CIRCUITS MAY BE USED 


PRESSURE MEASURED AND 
TRANSMITTED HERE 


\ A 
© | BRISTOUS 
(4) }}]) PRESSURE 
(7) TRANSMIT TER 


T1111 AT END OF 
LINE. 


== POWER 
SUPPLY 


CONSTANT PRESSURE OF 
4LBS.SQ.IN.MAINTAINED HERE 


y ——— _—=— _DEAD END |! 
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Another simple low-cost Metameter installation 
for remote control of gas line pressures 


Again Bristol’s Metameter System of long 
distance pressure measurement and control 
triumphs! This time it is in connection with 
holding the line pressure constant at the far 
end or low point in the distribution system of 
a southern gas company. 


Regardless of demand or fluctuation in load, 
Metameter is here keeping pressure variations 
within 0.2 lbs. To the consumer or user, this 


Right: Metameter Receiver os 
Below: Metameter Transmitter _ 


\ PHONEERS IN 


he 


PROGES S&S 


means dependably satisfactory service. To the 
company it means surprisingly lower leakage 
losses since pressure is continually maintained 
at the optimum low value. 


As the diagrammatic drawing shows, the instal- 
lation is unusually simple. It consists of a trans- 
mitter at the end of the line where pressure 
measurements are initiated, a recorder controller 
receiver at headquarters, and a simple two-wire 
circuit (here an existing telephone line), for car- 
rying impulses from transmitter to controller. 
By means of a Bristol’s Ampliset, controller 
sensitivity is always correct for load lag. 


Further information gladly furnished. 


THE BRISTOL COMPANY * WATERBURY * CONNECTICUT 
Branch Offices: Akron, Birmingham, Boston, Chicago, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis, Seattle. San Francisco, 
Canada: The Bristol Company of Canada, Limited, Toronto, Ontario. 
England: Bristol’s Instrument Company, Limited, London, N. W. 10 


BRISTOLS 


TRADE MARK REG. U.S. PAT. OFF. 


CONTROL SINCE 


1889 
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Now available in sizes 6?” O. D. to 24” 


-O. D. with electrically welded centers. 


THE NATIONAL SUPPLY CO. OF DELAWARE 
DAYTON COUPLING DIVISION - - TOLEDO - OHIO 
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EVERAL well-known utilities have found that 
the far superior durability of Anaconda Copper 
Tubes makes their average annual cost very much 
less than that of rustable lines. In fact, experience 


What kind of fittings? 


services, the rate of corrosion on copper is only The American Brass Company recommends that 
about one-tenth as rapid as on rustable metals. all copper tubes installed underground be con- 
nected by means of flared tube fittings, or special 
fittings. If solder type fittings be employed, the 
igh joints should be brazed or welded rather than soft 
cially since the first repair job of any consequence soldered. Underground lines are frequently sub- 
to rustable lines would cost far more than the orig- jected to considerable movement caused by con- 
inal saving which they afforded. stant shifting of the soil. The mechanical joint 
secured by the flared tube type of fitting is better 


: | adapted to such service than soldered connections. 
increase corrosion resistance and improve physical 3765 


has indicated that, when used for small mains and 


Small wonder that Anaconda Copper Tubes are 
being used increasingly by the gas ‘industry. .. espe- 


All Anaconda Copper Tubes are deoxidized to 


properties. And they are carried in stock by lead- 


ing supply houses in all sections of the country. 


Amaconda Copper & Pras 


THE AMERICAN BRASS COMPANY  « _— General Offices: WATERBURY, CONNECTICUT 
Offices and Agencies in Principal Cities + In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 
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The FLUOR 3¢:. CORPORATION, Lid. 


Main Office: Box 128, Station K. Los Angeles, Calif. « 990 McCormick Building. Chicago, Illinois 
e 703 Fairfax Building, Kansas City, Missouri « 934 M & M Building. Houston, Texas « 710 Canadian 
Pacific Building, New York City, N. Y. « 719 McBirney Building, Tulsa, Oklahoma 
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¢*-* lo the CONSUMERS 


INTEREST « «x 


THE STANDARD OF COOKIN vn " 
~ ENTIRELY ON THE evinces CO 


ANGEL. UNIVERSAL PRECISION 

=F OVEN COOKING GIVES 

COMPLETE RELEASE 
OF TIME 


SUNT Ws MODERN AS THE Gh 


ae | tet *% The Universal Gas Range with its higher standard of cooking perform- 
; oe ance, promotes both the Utilities’ as well as the Consumers’ interests. For 
the Utility Company it creates customer satisfaction, consumer good-will 
and public appreciation of the true merits of gas as the ideal cooking fuel. 
To the Consumer, the Universal brings definite advantages in broiling, top 
burner and oven cooking—presenting new convenience of use throughout 
every phase of the actual cooking operation. q The Universal Precision Oven 
makes oven cooking not only simple and certain, it also gives complete 
release of the Homemaker’s time, eliminating all those time-consuming 
chores which formerly kept the Homemaker tied to the kitchen when 
baking or oven cooking. q The Universal Gas Range, as well as the 
Universal advertising and sales promotion program, have been designed to 
meet the particular needs and requirements of the Gas Utility Company. 
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UNIVERSAL "PRECISION OVEN ELIMINATES TIME CONSUMING COOKING CHORES 


1 Gas RANGES 


MANUFACTURED BY CRIBBEN & SEXTON COMPANY, 700 NORTH SACRAMENTO BOULEVARD, CHICAGO, ILLINOIS 
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ROMAN RIDERS 


By L. M. KLAUBER 


Vice-President in Charge of Operation 
San Diego Consolidated Gas and Electric Company 


HAVE postponed the preparation of these re- 

marks until the final curtain has been rung down 

on the Forty-fourth Annual Convention of the 
Pacific Coast Gas Association in Seattle. I wanted, 
if possible, to get the key-note of the Convention— 
to learn what was uppermost in the collective dele- 
gate mind. 


Whether planned or accidental, the answer has 
been self-evident. It was the coming battle for the 
domestic load, particularly the cooking lcad. Papers 
on advertising, on accounting, on public policy, ‘on 
meters seemed to drift inevitably into a discussion 
of the future of that phase of our business and what 
might be done to win the competitive war. 


There developed a certain arching of the eyebrows 
amongst some of the exclusively-gas men with re- 
spect to the policies and activities of their brethren 
popularly referred to as Roman Riders, the latter 
being the representatives of the combination gas 
and electric companies. It was hinted that the Ro- 
man Riders were not quite impartial in their recom- 
mendations to customers seeking suggestions and 
advice, but were, in fact, starving the gas horse. 


I rise to a defense of the Roman Rider. It may 
be true that in this territory the battle of the 
kitchen is not going forward as fiercely as in areas 
where the field is covered by separate organizations. 
But this does not necessarily mean that the latter 
situation is to be preferred. A good healthy com- 
petition between gas and electric organizations, 
whether they be in the same or separate companies, 
is to be reeommended—a competition that will keep 
sales forces ever alert and active, and will bring 
into the kitchen the benefits of modern planning, 
and the newest and most efficient products of the 
appliance manufacturer’s art. Without this healthy 
competition the family funds will go to some other 
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part of the household, and the kitchen will remain 
Cinderella’s hideout. 

But it must be recognized that competition some- 
times goes beyond reason and judgment. There 
have been, and are, competitive situations so fierce, 
that salesmen in the heat of battle make claims 
which erannot be justified. Installations are made 
ill-suited to the customer’s needs or purse; sales 
policies and inducement plans are adopted which can 
only result in loss to both sides—to be followed 
someday by impairment of service. 

These extremities the Roman Rider seeks to 
avoid. He recognizes the virtues and short comings 
of both his horses. He tries to recommend impar- 
tially for each customer-use that product which will 
best serve that customer, keeping in mind his need, 
his purse, yes—and his desire. 

Better to be a Roman Rider guiding both horses 
toward a definite destination than to ride a horse 
wherein a race against a rival, rather than a destin- 
ation, becomes the goal. 
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SAFEGUARDED 


@ RIGHT-SERVICE DIAPHRAGMS for new 
or repaired meters | are insured only by 
the perfection of every single detail. Consider- 
ing the important function of the diaphragm, 
small initial savings may be decidedly 
“penny wise, pound foolish. Savings which 
fail to insure experienced manufacture 

or uniformity or flaw-free quality... can 
bring no real economy. Emphatically true of 
diaphragms! Every quality—-every desirable 
characteristic determined by laboratory re- 


search, by field test and by wide diversity of 


installiation—is found UNSKIMPED in the 


PROPER PACKING AND SHIPPING 


This perfected method, developed over a period of years, 
has won the enthusiastic approval of our gas company 
customers. Note the carton built to carry fifty diaphragms. 
It contains four hollow square tubes. Over each tube the 
diaphragms are placed—four to a layer. On top and 
underneath each layer a piece of paraffin chip board is 
inserted. Thus, the diaphragm never comes in contact with 
the side of the case—but only with the paraffin chip board. 
Safeguorded in transit . . . safeguarded in handling! — 


American'Meter Company product. What 
better assurance of quality than a source of 
supply which today — because of adequate 
purchasing power~—has access to prime leather 
selection, scientifically prepared impregnating 
formulas and exclusive methods of fabrica- 
tion and seasoning? Like other AMERICAN 
gas meter refinements, diaphragm quality is 
being confirmed by the actual perform- 
ance records of meters_in service. 

@ Our DIAPHRAGM RESEARCH BULLETIN shows the painstaking 
background implicit in quality merchandise. May we send you 


a copy —or consult with you on your diaphragm problems? 


AMERICAN METER COMPANY 


PACIFIC METER WORKS + LOS ANGELES + SAN FRANCISCO 
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GAS Presents This Month 


AST month in Seattle, Washington, the Pacific 
Coast Gas Association held its 44th Annual 
Convention, and one of the many high-lights on 

the program was the plea made by A. F. Rice, market 
development manager of the Southern California Gas 
Co., for a closer cooperation between the utilities and 
the manufacturers and between the manufacturers 
themselves in promoting universally gas and gas 
service. To say the least, Mr. Rice’s ideas were force- 
fully and uniquely expressed. So much so that 
President Herman Russell of the American Gas 
Association invited him to present his paper before 
the American Gas Association Convention in Cleve- 
land this month. We haven’t heard whether or not 
Mr. Rice is going to do this, but we take pleasure in 
publishing his paper on Page 16 of this issue. 


The P. C.G. A. convention cannot be passed over 
with the mere statement that it was held. It was a 
fine convention, well attended, well managed, and 
productive of a good many ideas. Much more is said 
about the convention beginning on Page 18, and on 
that page and subsequent pages are reproduced 
photographs of a few of the 385 registered delegates. 


A month or so ago a very busy Cincinnati, Ohio, 
gas executive, E. A. Munyan, dropped in at the office. 
He had just finished a week of nosing around the 
Southern California Gas Company’s properties and 
was about to continue his gas company inspection 
tour of the western United States. We asked Mr. 
Munyan if he would be willing to relate some of his 
. experiences for the readers of GAS. Mr. Munyan 
was quite willing, and the story of his inquisitive 
perambulations appears on Page 23. Don’t think for 
a minute that we intentionally skipped over Page 22 
—that’s where Dale Remington of the Wisconsin 
' Public Service Corporation expresses his views on 
Kitchen Planning, and these ideas seem to include 
the use of a more forceful sales approach in spread- 
ing the doctrine of Kitchen Planning. 


In Syracuse, the Syracuse Lighting Co., Inc. has 
been making a concerted effort to sell gas and gas 
ovens to bakeries. In this issue (Page 35) W. C. 
Agnew of that company has summarized the various 


methods used and described the installations made 
in turning this load from competitive fuels to gas. 


Between Pages 25 and 32 appear several contribu- 
tions in digest form. In the gas manufacturing field, 
C. Eldon White of San Diego offers data on the yield 
of tar in the thermal decomposition of various gas 
oils, and it is shown that this yield is surprisingly 
constant for all types of oil studied. W. W. German 
and Worden Pope state that in the operation of gas 
power boilers increased efficiency results from the 
use of a refractory insulating lining within the boiler 
housing, giving quick load pick-up, lessening of 
radiation losses, and more uniform fire-box tem- 
peratures. Steam economy also results from the 
installation of thermostatically controlled zoning 
valves on heating supply lines. Reducing air leakage 
into the boiler setting is also very important. 


E. H. Mohr discusses gas range oven thermostat 
calibration. The proper apparatus which insures that 
the control of oven temperature will be accurate to 
15° F. plus or minus, which is the limiting variation 
for satisfactory cooking, is described. A further dis- 
cussion of the general topic of gas appliance testing 
is offered by R. V. Davis in his appraisal of the 
utility appliance testing laboratory as an aid to the 
company sales department. 


In the Measurement and Control department, B. 
G. Williams reviews the experimentations carried on 
in Germany in the use of a double orifice, while in 
the Butane Propane News section this month we find 
increasing attention being given to the sale and 
merchandising of liquefied petroleum gases. 


A word may now be said about what will appear 
in GAS next month. Of primary interest will be a 
staff-written article on the $20,000,000 expansion 
program of the Panhandle Eastern Pipe Line Co., 
which has been looping its existing transmission 
line. The October issue will also carry a story on the 
compressor station construction which is a part of 
this Panhandle Eastern program. And, of course 
there will be much to tell about the American Gas 
Association Convention which opens in Cleveland, 
September 27. 


N my memory of high school days 

there lingers a statement, then fre- 

quently used: “Three men in a 
boat and—the bottom fell out.” 

While thinking about this subject 
and a title for it, my imagination re- 
lated the competi- 
tive strength of 
our gas industry 
to that old state- 
ment, and this led 
further to an im- 
aginative compari- 
son of the struggle 
between the gas 
and electric indus- 
tries for suprem- 
acy in the domestic 
field. 

For the moment, 
I am thinking of the gas industry as 
one of the boats that I want to talk 
about, and the electric industry as the 
other. Both of these craft are afloat 
on the stream of public opinion. A 
race for public good-will is on. 

We can imagine our competitive sit- 
uation as a good stiff race between 
craft and crews. In looking over the 
two, I seem to see an edge in struc- 
ture for the electric entrant. It ap- 
parently is a streamlined craft. It 
has entered the race with an acknowl- 
edged handicap of our 50-year lead 
in the bid for domestic fuel service, 
yet the crew seems to be cheerful and 
optimistic. 

Somehow our boat, the one we are 
interested in, seems to be wider across 
the beam, more of a pleasure craft. 
Possibly it passed all fuel competitors 
sO many years ago in the race for 
domestic business that little attention 
has been paid to keeping it ship- 
shape and ready for the challenge 
from the strongest competitor it has 
ever known. 

What of the crews of these two 
craft? Those that man our boat ap- 
pear not to be in the best of competi- 
tive condition. So long have they 
been in the lead—so definite has been 
their secure position that it is doubt- 
ful at this moment that they can capa- 
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“THREE MEN IN A BOAT...’ 


By A. F. RICE 
Manager, Market Development, Southern California Gas Company 


bly fight off the onrushing speed of 
the competitive craft. 

In the other boat, the men seem to 
be capable, clean-limbed, lithe, bronzed 
athletes, and their faces seem to re- 
flect the spirit of anxiety to make good 
in a new game. 

And how do these crews seem to be 
going about their task? Our crew 
seems not to be working in unison. 
Far down the stream, however, our 
opponent’s oars seem to swing rhyth- 
mically in long, strong, steady strokes. 
The downstream boat seems to be lit- 
tle by little lessening the distance be- 
tween the two, closing that gap of 
open water that represents the domes- 
tic market both are striving for. 

But apparently there are more than 
three men in the competitive boat. 
The fourth man is not rowing; he 
seems to be talking to his crew; seems 
to be beating the rhythm it follows. 
He must be the coxswain. Who is he? 

Let’s turn to a practical analysis 
of “Three Men in a Boat’—in our 
boat, and our competitors’—and see 
if there is something in this vision 
that can be converted to measures of 
importance to us. 


Challenge of Electricity 


By the common law, right of posses- 
sion, the domestic fuel service for 
American homes belongs to the gas 
industry. In territory served by gas, 
90 per cent of this business is now in 
our possession. Electricity is expand- 
ing ever so little, but, nevertheless, 
expanding. Our right to the domestic 
business is being challenged success- 
fully. 

Instead of a feeling of security 
that leads to smugness, or indiffer- 
ence to competition, or a stubborn 
refusal to believe competition has any- 
thing to offer that might be of value 
to us in developing competitive tactics 
that will be effective, let’s analyze and 
weigh some of the competitive meth- 
ods being utilized, for they may reveal 
some valuable practices that we might 
do well to imitate. 
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The first thing that looms up in the 
electric industry as its greatest asset 
and its strongest force is the gigantic 
manufacturers within that industry 
that are not only national in scope 
but international. 

Within the gas industry we fail to 
find anything of equal magnitude. Our 
largest organizations — and some of 
them are large, strong, well financed, 
well managed — are, by comparison, 
small. Our manufacturers, as big and 
valuable and effective as they are, are 
individualists rather than conformists 
in the broad scheme of industry plan- 
ning for competitive sales effort. For 
instance: 

A manufactures gas. generating 
equipment. B manufacturers gas 
holders. C manufactures gas com- 
pressors. D manufactures gas valves. 
E manufactures gas pipe. F manu- 
factures gas regulators. G manufac- 
tures gas meters. H manufactures 
gas ranges. I manufactures gas wa- 
ter heaters. J manufactures gas heat- 
ing appliances. K manufactures gas 
refrigerators. None, apparently, is 
engaged in or interested in, directly, 
any other phase of manufacturing 
equipment or appliances for the gas 
industry. 

The electric industry possesses two 
outstanding organizations manufac- 
turing everything from generating 
equipment to transmitting and con- 
trol equipment and electric appliances 
—General Electric and Westinghouse. 
These are ably supported by a second- 
ary type of “all appliance” lines man- 
ufacturer as represented by Frigid- 
aire, Kelvinator, and Norge. The lat- 
ter, too, are interested in internation- 
al as well as national manufacturing 
and selling of home appliances. All 
include the new field of air condition- 
ing’ in their plans. 

Now, the men in the electric indus- 
try, as well as in ours, think and act 
selfishly to better their own interests. 
No matter how selfish electric com- 
petitors may be, the very nature of 
their organization impels them to in- 
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dustry-wide thoughts; whereas simi- 
lar organizations in our industry 
think within the well-defined limits of 
their specific businesses; for instance, 
they think about gas pipe and the 
pipe business; gas meters and the 
meter business; gas ranges and the 
range business; not of yas and the 
gas industry as a whole. We have no 
single manufacturer whose individual, 
selfish interest threads through every 
phase of the gas equipment and appli- 
ance business. 

The result of the difference in or- 
ganization is that electric competition 
is integrated and co-ordinated, and 
these benefits spring from the selfish- 
interest element and not because elec- 
tric men are more original in thinking 
than men in our business. 

We cannot be charged with disin- 
tegration or discordance or disorgan- 
ization, because, from an industry 
standpoint, never yet have we accom- 
plished complete integration, co-ordi- 
nation, or organization. These prem- 
ises are wrong, if the following chal- 
lenges can be answered: 

What manufacturer of gas generat- 
ing equipment or gas transmission 
pipe ever consistently donated a part 
of his profit in the form of paid-for 
space in a national periodical such as 
The Saturday Evening Post, telling 
how proud he was that he could play 
a part in either the manufacturing or 
conveying of this marvelous, superior, 
clean, economical fuel for public use? 

What manufacturer of gas ranges 
has ever made it a regular practice to 
tell a story of the value of gas water 
heating, space heating, or refrigera- 
tion either in his catalogs or folders, 
or has educated his salesmen in the 
value of this correlated gas service to 
sustain not only his business now but 
gas service in the future? 

What water heater manufacturer 
has ever given gas cooking any sales 
publicity ? 

What gas meter manufacturer has 
ever made any appeal to the public to 
consider the finest fuel on earth, gas, 
as the preferred fuel for domestic 
use ? 

What manufacturer of any gas 
equipment or appliance consistently 
finds room in his sales materials, 
advertising, or verbal appeals for a 
few words of commendation for gas 
itself as a fuel? 

These things are being done every 
day by the “all lines” national manu- 
facturers of electric equipment and 
appliances, and to a lesser extent by 
the manufacturers of electric aill- 
appliance lines. 

Until these things become common- 
place practices in our business, we 
cannot hope to affect public opinion 
as favorably as our competitor who 


does them consistently—and in a 
manner disregarded by the gas in- 
dustry. 

The only thing that can affect public 
opinion is what the public is told and 
how it is presented. Electric competi- 
tion tells its story far and wide in 
strident tones that are being heard. 
Our story must be told equally well, 
not by one but by all branches of our 
industry. 

Competition believes there is con- 
crete value in appealing to the 


THE THOUGHTS herewith ex- 
pressed by Mr. Rice were first 
presented before the Manufac- 
turers’ Section of the Pacific 
Coast Gas Association at the 
Association’s 44th Annual Con- 
tion in Seattle, Washington, 
August 17-19, 1937.—Editor. 


emotions by using symbolic and in- 
spirational features as sales tools in 
its thinking, writing, and talking. 

We have been prone to use logic, 
factual argument, reserve, and dignity, 
perhaps because of lack of apprecia- 
tior of the value of emotional factors, 
or because we were too self-conscious, 
or because we feared ridicule should 
we resort to dramatic statements and 
actions to focus public attention upon 
the attributes of gas. We do not 
generally proclaim either in print, in 
action, or in spoken words that: 


The gas flame is: 


. The cleanest because it cleanses. 

. Coolest because it ventilates. 

. The only silent domestic fuel 
servant, 

More dependable than sunlight. 

. The only fuel that acquires the 
user’s habits. 

. The only fuel with the “get away” 
and speed of a thoroughbred. 


Or that gas: 

1. Serves silently, cheerfully, and 
visibly. 

2. Snaps into action with a cheery 
“hello.” 


Or that: 


1. There is instant life and action 

when you command gas to serve you. 
2. Cooking is a lonely task unless a 
LIVING gas flame works with you. 

3. Gas provides the wonder-flame. It 
cools, heats, cooks, silently and 
efficiently. 

These claims made for gas alone 
may not be convincing to the users of 
obsolete equipment, because such 
equipment will refute such claims. 
Made in connection with new or im- 
proved appliances, as attributes of gas 
when so used, they are utterly con- 
vincing. 

Whether it is generally considered 
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as rising up or sinking down to our 
competitor’s level to use emotional ap- 
peals, and inspirational means of 
supporting them, is not the point. We 
have got to use these methods if we 
are to find a place in the public eye; 
if we are to be held modern by public 
opinion. The modern tempo of living 
today is at a speed too high to permit 
pausing long enough for logic and 
plain unvarnished facts to affect the 
public mind, or interest it. 

We cannot fail to note another out- 
standing element that so far has not 
been a feature of the gas industry; 
and that is the general planning of 
the electric industry as a whole to 
accomplish certain marketing results. 

One outstanding example of this 
type of planning is distribution. By 
this is meant a studied and consistent 
effort to secure dealerships for electric 
appliances in all logical neighborhood 
areas in large cities and as many as 
can be sustained in small towns. It 
has been thoroughly demonstrated 
that this procedure is valuable in 
effecting public acceptance and intro- 
ducing new or improved types of ap- 
pliances and appliance service. 

With the entry of the old-line elec- 
tric refrigerator manufacturers into 
the “all electric lines” appliance manu- 
facturing, adequate distribution 
through dealers will be more dominant 
in our competition’s merchandising 
plans in the future than it has been 
in the past. 

Obviously, if we wish to exploit a 
new type of service or to convert the 
public to the use of a more satis- 
factory type of appliance, dealer dis- 
tribution is essential. 

Another evidence of sound planning 
is the progressive appliance sales 
programs utilized by competition to 
acquire our domestic business. 

The electric refrigerator, of all elec- 
tric appliances, was the most readily 
accepted. A long-range planning pro- 
gram was established and the electric 
refrigerator was placed in this plan- 
ning as Step No. 1, with the thought 
that, once this item was installed in 
the home, it could be followed through 
with other electric appliances. For 
several years the electric utilities and 
manufacturers have spent a large 
portion of their promotion funds upon 
electric refrigeration to make it the 
spearhead in the attempt to capture 
the domestic business. The electric 
refrigerator has enjoyed rapid sale in 
large quantities, and market satura- 
tion is now considered possible. 

Step No. 2 is the electric range. 

The increase, now, of electric range 
advertising by utilities and manfac- 
turers, as compared to the former 
minor position it was given in pro- 

(Continued on Page 60) 


(1) Returning home are W. H. 
PAPE, Chicago: G. T. BROOKE, Los 
Angeles; F. F. ELLIOTT, San Fran- 
cisco, of the Crane Co. (2) Ad- 
vertising heads A. C. JOY, Pacific 
Gas and Electric Co., and Jj. S&S. 
SPAULDING, Southern California 
Gas Co. (3) P.C.G.A. President-elect 
N. R. McKEE, vice-president, South- 
ern Counties Gas Co. (4) A. F. 
RICE and FRANK WEISS, Southern 
California Gas Co. sales executives. 
(5) President H. R. BASFORD of the 
H. R. Basford Co. (6) Pacific Gas 
and Electric men A. E. ENGLE- 
BRIGHT, division gas superintend- 
ent; R. S. FULLER. engineer of gas 
construction and operation; and E. 
G. McCANN, personnel manager. 


ponent members of the gas in- 
dustry are marching on to a unit- 
ed front. This feeling of martial unifi- 
cation and advancement was the un- 
derlying motivating power behind the 
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44th Annual Convention of the Pa- 
cific Coast Gas Association held at 
the Olympic Hotel, Seattle, Wash., 
August 17-19, 1937, as it marked its 
path of achievement from the past 
and pointed the way to the greater 
objective of more widespread and 
more efficient fuel service in the fu- 
ture. 

Casual comments, a sure yardstick, 
dropped in the lobby of the Olympic 
Hotel and on the return trip from 
Seattle indicated that the Convention 
was a convincing success. The total 
registered attendance was 385. Of 
these 197 were delegates from 28 gas 
utilities, and 46 represented appliance 
manufacturers. In all 28 appliance and 
15 equipment manufacturers were rep- 
resented. Delegates came from far and 
near—from Southern California, Ari- 
zona, Texas, the Atlantic seaboard, 
Canada, and Honolulu. 

The Seattle convention will be re- 
membered for many things outside of 
the sessions program—sunset on Pu- 
get sound, the capacity attendance at 
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all events, the early morning salmon 
fishing, the snow covered peaks of the 
great Northwest, and the geniality 
and hospitality of the Convention 
committee and the members of the 
Seattle Gas Co. 

Association President James F. 
Pollard, president of the Seattle Gas 
Co., brought to order the Conven- 
tion’s first general session on August 
17 at the Olympic Hotel. Attended by 
practically all of the 385 registered 
delegates, the first general session 
offered a program of entertainment, 
inspiration, and reverence. 

Appropriately leading off the con- 
vention were the atmospheric and en- 
tertaining tall tales of Paul Bunyan, 
the colossus of the Northwest’s lum- 
ber camps, as they were told to the 
assembly by James Stevens, his bi- 
ographer. And during the conven- 
tion many an analogy was drawn be- 
tween the problems of the gas indus- 
try and the seemingly impossible dif- 
ficulties overcome by Paul. 

During this first session the slate 
of officers as had been previously 
nominated was unanimously elected. 
Norman R. McKee, vice-president of 
the Southern Counties Gas Co., Los 
Angeles, became president; H. L. Far- 
rar, president of the Coast Counties 
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GAS STAFF REPORT 


Gas and Electric Co., San Francisco, 
vice-president; and D. G. Martin, 
auditor of the Pacific Gas and Elec- 
tric Co., treasurer. Clifford Johnstone 
is managing director of the Associ- 
ation. 

Mr. McKee in accepting the presi- 
dency stated that the Association 
would follow through on the activi- 
ties inaugurated during the past two 
years, and in keeping with the pre- 
vailing martial spirit he announced 
that the slogan for the next year 
would be, “The United Front.” 

The first general session was rever- 
ently closed with the “In Memoriam.” 
The delegates stood with bowed heads 
as Clifford Johnstone read the names 
of those who had passed on during 
the past year. 


Keynote Addresses 


Inspiration during the first gen- 
eral session was furnished by two 
gas industry leaders, Herman Rus- 
sell, president of the American Gas 
Association, and President Pollard. 

Mr. Pollard, in summarizing the ac- 
complishments of the association dur- 
ing the past year and in pointing the 
way for his successor, emphasized the 
importance of continuing industry re- 
search not only to improve present 
appliances and services but to develop 
by-products from gas which may pos- 
sibly mean unheard of future expan- 
sion. He urged also a continued and 
even more energetic support of the 
national advertising campaign, and 
called upon the manufacturers to co- 
operate with each other and with the 
industry in financially supporting the 
campaign. Mr. Pollard, in speaking 
of the mass market, asked the manu- 
facturers to offer less expensive ap- 
pliances that could be more widely 
distributed, thus insuring a larger 
market for gas and checking electric 
encroachment. 
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PACIFIC COAST GAS ASSOCIATION'S 


44th ANNUAL CONVENTION at SEATTLE 


The high light of the first general 
session was an illustrated address by 
Herman Russell, president, American 
Gas Association and president, Ro- 
chester Gas and Electric Corp., on the 
“Economics of Gas and Electric Com- 
petition.” The data presented were 
based on a study started in Roches- 
ter some 18 months ago and discussed 
on several occasions before groups of 
gas and electric men (see GAS, June 
1937, page 15.) The general purpose 
of this study is to aid in determining 
sales and promotion policies, particu- 
larly in combination companies, where 
a choice between gas and electric pro- 
motion must be made. In addition to 
data on the Rochester conditions, 
which are apparently typical, a na- 
tional and Pacific Coast picture were 
presented, the latter of particular in- 
terest to the P. C. G. A. group. 

The study consisted of determining, 
first, what was in the customers’ in- 
terest (cost of service, and results ob- 
tainable from appliances) and, second, 
which service, or combination of serv- 
ices, brought the greatest net to the 
company, on both pro rata and in- 
crement cost bases. The method in- 
volved careful investigation of the in- 
dividual load characteristics of each 
major domestic appliance (range, re- 
frigerator and water heater) and also 
a study of various combinations of 
these appliances to determine their 
load diversity with each other and 
the resultant effect on the system 
load. From cost allocation studies, 
unit costs for investment and ex- 
penses were established. As regards 
results obtainable by the customer, 
the advantage lies with gas on the 
score of flexibility, réliability and 
speed; also, appliance costs and re- 
pairs are favorable to gas. 

The general conclusions applying 
to most combination companies in 
nearly all sections are that it is in the 
customers’ and the company’s interest 
to retain and promote the gas cook- 
ing, water heating and refrigeration 
load. Straight gas companies must 
meet competition and aggressively 
campaign for the domestic fuel load, 
confident that the business is logic- 
ally theirs. Where large commercial 
and industrial power business is be- 
ing solicited by gas companies in com- 
petition with electric power load, this 


should only be done where there is a 
certainty that such gas business is 
definitely in the customer’s interest 
and not merely as retaliation against 
the electric company for invasion of 
markets rightfully belonging to the 
gas company. Straight electric com- 
panies should “lay off” the range and 
water heater load as properly belong- 
ing to the gas companies, and as cost- 
ly to themselves and the customer. 
Straight electric and combination 
companies should give more attention 
to promoting lighting and small ap- 
pliance load. This field offers great 
possibilities of development of profit- 
able load, with a minimum of invest- 
ment. 

With regard to the Pacific Coast 
study, a parallel conclusion was 
reached. It costs the customer less 
to do his cooking and water heating 
with gas; a combination company 
should promote gas refrigeration and 
add net to the gas department, rather 


(1) With pipe in hand stands JOHN 
KEILLOR. gas engineer and man- 
ager of the British Columbia Electric 
Power and Gas Co. (2) Enjoying the 
Puget Sound boat trip: FRED GIL- 
MORE, Republic Steel Co. and WIL- 
LIAM MOELLER, Jr., vice-president. 
Southern California Gas Co. (3) On 
the green: C. R. GRAHAM of James 
Graham Manufacturing Co., P. M. 
DOWNING, vice-president and gen- 
eral manager, Pacific Gas and Elec- 
tric Co., and J. E. WALLACE, chief 
engineer, Industrial Fuel Supply Co.., 
watch P.C.G.A. Vice-president-elect 
H. L. FARRAR, president of Coast 
Counties Gas & Electric Co., chip 
to the green. (4) Look what we 
caught: HOMER MEAD, district man- 
ager, Southern Counties Gas Co. 
and E. A. GUENTHER. Payne Fur- 
nace & Supply Co. executive. 
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than add net to the electric department 
through the electric refrigerator. The 
return to the company is about the 
same whether a gas or electric refrig- 
erator be sold, but it is important to 
a combination company to protect its 
gas investment by selling a gas re- 
frigerator. It is quite possible to de- 
velop lighting and small electric ap- 
pliance use to increase electric net, 
but there is no such field available 
for gas promotion. The bad effect 
of the electric range for the combi- 
nation company is apparent; also it 
presents a discouraging picture for 
the straight electric company unless 
accompanied by an electric water 
heater. 

The future of the industry depends 
upon a better understanding, upon 


the part of the general public and 
those who are engaged in the gas and 
electric business, of the many advan- 
tages in the way of economy and per- 
formance which gas has to 


offer. 


BAS CAMERA 


... Lakes a trip to the Pacific Coast 
Gas Association’s Seattle Convention 


AT LEFT 


General Sessions 

speakers JOHN J. 
Pacific Gas and Electric Co.’s Personnel —_ as WINN, Jr., commercial 
Manager E. G. McCANN; Southern Cali- ee Fe a manager, Portland Gas 
fornia Gas Co. Board Chairman A. B. Teen BA Ose ae f & Coke Co., and HER- 
DAY; Mrs. E. S. JONES; E. S. JONES. | Wit HE. oe : MAN RUSSELL, presi- 
general superintendent, Honolulu Gas ‘~~ = r . dent, American Gas 


Co., wait to board a southbound train. ~ 7 * : = : : Ay ‘ Association. 


Convention Committee 
Chairman T. E. ROACH, 
president of Washing- 
ton Gas & Electric Co. 


Technical Section Chair- 
man OTTO GOLD- 
KAMP, foreman of the 
gas meter shop, San 


CAPTAIN A. E. HIGGINS, vice-presi- | ei ae Diego Consolidated 
dent, Pittsburgh Equitable Meter Co., | | Gas and Electric Co.. 
came to the Convention through the air. waits for a cab. 


JUST ABOVE sits ALLAN 
GRANSTROM, whose low 
gross score of 75 in the 
Convention golf tourna- 
ment broughf him the 
trophy donated by GAS. 


Windblown on a ferry: CARL A. CAUGHT in a crowd: 
SWIGART, trade relations represent- (right) PAUL M. DOWN- 
ative, Pacific Coast Gas Associa- ING, vice-president and 
tion: C. B. BABCOCK, president C. general manager of the 
B. Babcock Co.; and R. G. LOGUE, Pacific Gas and Electric 
vice-president, Ward Heater Co. Co., San Francisco. 


Lighting up: OTTO MAUTHE, special representative, Southern California Gas Co. and Mrs. MAUTHE. Gesture of joy: N. R. McKEE, Southern Counties 
vice-president. On the boat: W. P. HUTCHINSON, president. Sprague Meter Co. and P.C.G.A President JAMES F. POLLARD. Posing: A. B. ALLYNE. 
Southern Counties chemist; GUY CORFIELD, research engineer, Southern California Gas Co.; A. J. NOIA, P.G. and E. personnel department. 
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This understanding can be brought 
about by greater sales effort, more 
showmanship, more advertising and 
more publicity by those engaged in 
the industry. The future of the in- 
dustry will also depend in a large 
measure upon the development and 
improvement in processes and appli- 
ances. This means a comprehensive 
research program on the part of 
companies and manufacturers of ap- 
pliances and equipment. 


Wednesday Session 


Top spot on the second general ses- 
sions program, judging from the 
laughs produced and the wisdom dis- 
persed, must go to Dr. Sam Chin, 
eminent Chinese gas executive, who 
dropped in on the program during the 
absence of Franklin Griffith, chair- 
man of the board of the Seattle Gas 
Co., who was scheduled to speak on 
the competitive situation in the Pa- 
cific Northwest. It was regrettable 
that the attending delegates were un- 
able to hear Mr. Griffith, but it was 
generally conceded that adequate com- 
pensation for this loss was offered in 
the appearance of Dr. Chin and his 
forceful interpreter, Lloyd Spencer, 
prominent Seattle advertising man. 
The Doctor, spéaking in Chinese, con- 
fined himself to a description of gas 
industry conditions in his native 
China. To say the least, the members 
of the Pacific Coast Gas Association 
were astounded at the close parallel 
between conditions in the Orient and 
in the United States. Such factors 
effecting the advance and success of 
the industry as government competi- 
tion, electric-prejudiced Roman Rid- 
ers, the scattered and unco-ordinated 
efforts of a great many gas appliance 
manufacturers as compared to the 
driving power offered by the two 
large electrical Chinese appliance 
manufacturers, and many other in- 
dustry problems could not help but 
call to mind the situation here in the 
United States. The assembled dele- 
gates were so impressed by Dr. Chin’s 
revelations, that a movement was al- 
most under way to send a committee 
to study the American conditions in 
the Chinese gas industry, when it 
was generally discovered through the 
removal of some false whiskers that 
Dr. Chin was not in reality a Chinese 
gas executive but an American born 
Chinese and prominent Pacific Coast 
architect. Needless to state, the clever 
skit will be long remembered by those 
in attendance as one of the purple 
patches in the 1937 convention. 

Three other speakers completed the 
program of the second general ses- 
sion. F. U. Naylor, manager of gas 


sales, Pacific Gas and Electric Co., 
offered his paper on “Facts about 
Dealer Sales—their Utilization and 
Value.” Mr. Naylor’s paper was a 
continuation of the gold medal award 
analytical study offered by Bert W. 
Reynolds of the San Francisco utility 
last year. 

Doris Allen of the Southern Cali- 
fornia Gas Co. in her address, “Our 
Hidden Talents,” brought out the 
great and undeveloped value of 
women in more adequately selling and 
publicizing gas. It was her sugges- 
tion that the utilities train person- 
able young women to act as hostesses 
to attend to the many customers 
who daily visit large utility offices, 
following the general plan which has 
worked so successfully with the rail- 
roads and air lines. 

In the absence of Paul B. McKee, 
president of the Portland Gas and 
Coke Co., the address on the “Coop- 
eration in Sales Promotion” was pre- 
sented by John J. Winn, Jr., sales 
manager of the Portland utility. Mr. 
Winn traced generally the local re- 
sults obtained from tying in with 
both the national advertising cam- 
paign and with the “Mystery Chef” 
radio broadcast. He pointed out that 
one out of four consumers in the 
Portland territory had expressed an 
interest in the “Mystery Chef” cook 
book, and suggested the production of 
a cooperative Pacific Coast radio pro- 
gram. 

Advertising and sales policies again 
came to the fore in the papers pre- 
sented before the third and conclud- 
ing general session. J. S. Spaulding, 
advertising manager of the Southern 
California Gas Co. and a member of 
the National Advertising committee, 
presented a comprehensive resume of 
the National Advertising program as 
it will be carried out in its second 
year. In the face of increased space 
rates, the committee has been able to 
increase the number of messages sub- 
stantially over the past year, and 
much thought and effort by the com- 
mittee has resulted in a series of sim- 
plified, effective messages placed in 
the most far reaching media stress- 
ing “Gas is Your Quick, Clean, Eco- 
nomical Servant,” (see GAS, Aug- 
ust. 1937, p. 30). 

Of great interest was the compari- 
son of customer opinion on gas and 
electric service as detailed by Harri- 
son Musgrave, assistant personnel 
manager of Southern Counties Gas 
Co., in his paper, “Sampling Cus- 
tomer Thought.” An analysis of the 
mass market and the best manner of 
most adequately promoting sales 
therein was the subject of W. C. 
Mainwaring, general sales manager 


2| 


of the British Columbia Electric 
Power and Gas Co., Ltd. Mr. Main- 
waring found this market to consist 
of 82 per cent of the population in 
his territory, and his paper concerned 
itself with the mapping out of a well- 
defined sales program, which allowed 
his staff of over 50 salesmen to con- 
tinually cover this market at the rate 
of 600 calls each day. The third and 
concluding general session of the con- 
vention came to a close with an op- 
timistic and kaleidoscopic picture of 
the “Future of the Gas Industry” by 
Floyd Parsons of the Robbins Pub- 
lishing Co. 

Chairman M. L. Klauber of the 
Association’s Resolutions committee 
then placed before the general session 
the following important resolution: 

“President Pollard in his report 
made at this Convention stresses the 
need of the Gas Industry for the per- 
fection of plans and methods where- 
by the whole industry including all 
gas companies and appliance manu- 
facturers may work together to ex- 
pand the markets for gas and gas ap- 
pliances. . Mr. Pollard has forcefully 
pointed out that such plans must in- 
clude: 

“1. Increasing study of scientific 
gas production in an effort to lower 
manufacturing and operating costs. 

“2. Making gas service available to 
low income families through the de- 
sign of efficient and practical but 
low-priced appliances. 

“3. The Joint participation of gas 
companies and manufacturers in a 
strong program of advertising and 
publicity. 

“This Convention endorses these 
fundamental recommendations and 
pledges the Pacific Coast Gas Asso- 
ciation to work toward their fulfill- 
ment.” 

The resolution as quoted was unan- 
imously adopted. 


Parallel Sessions 


It is pointless in a general story of 
this type to go into an inadequate 
description of each of the many valu- 
able papers presented before the par- 
allel sessions. Many of these papers 
have been or will be treated either in 
full or in digest form in the pages of 
this publication. However, great 
credit is due the various chairmen of 
the various Association Sections for 
their untiring efforts and worthwhile 
accomplishments carried on through- 
out the year. 

The Technical Section under Chair- 
man Otto Goldkamp of the San Diego 
Consolidated Gas and Electric Co., 
completed a very full program. In 

(Continued on Page 38) 
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ABOVE AND at right are samples of the 
newspaper advertising copy used by the 
Wisconsin Public Service Corporation in 
publicizing its kitchen planning service. 
The advertisement above makes good 
use of the company’s unique promo- 
tional character, Thrifty Van Penny, 
while the advertisement at right offers 
a more direct appeal. 


ITH nearly two years of actual 

W\ layout experience in the new 

field of Kitchen Planning as a 

background, a few things have regis- 
tered as permanent impressions. 

You can’t sit back and wait for 
people to rush into your store and ask 
to have a kitchen planned. This free 
service must be sold just as thoroughly 
as the kitchen appliances themselves. 
It takes more than a man with the 
title ““Kitchen Counselor” to get the 
range, refrigerator, water heater, and 
dishwasher sales that are waiting for 
th alert “plus service” salesman. 

So what to do? Here’s what. 

First: Head the kitchen planning 
department with a thoroughly trained, 
sales-minded individual. Every op- 
portunity should be afforded him 
to study kitchen planning technique. 
Send him to electric kitchen planning 
conferences (no such thing being avail- 
able for gas men) and to gas com- 
panies that have entered this service 
field. See that he meets women’s 
magazine editors, utility and manu- 
facturers’ kitchen experts, architects, 
and others. 

The result is a properly trained and 
foundationed department. Mr. and 


we'll plan a KITCHEN as nice as this for you 
it's ALL-MODERN 


» Public Service 


Mrs. Prospect and their architects 
are impressed with the fact that they 
are talking to an expert, that their 
kitchen is being planned by someone 
who knows them and appreciates 
their problems, and not by some dis- 
tant, unsympathetic bureau. 

Second: The Planner must be 
equipped with all necessary planning 
and selling tools. Planning tools con- 
sist of the necessary reference works, 
magazines, drawing equipment, etc. 
Equally important are selling tools, 
the side of the work that impresses 
the prospect. The familiar miniature 
kitchen units of appliances and cab- 
inets are a never ending source of 
delight to the kitchen remodeler or 
builder. They are essential to the 
proper presentation of the story — 
they dramatize all of its details. 

Third: The department must sell 
itself thoroughly to all of the sales 
people in the organization and to the 
home-economics trained, home service 
people. These individuals are the 
source of most of the kitchen requests 
and a thorough understanding of the 
service being offered is essential to 
complete success. 

Fourth: The service must be sold 


Kitchen Planning 
Must Be Sold! 
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By DALE REMINGTON 
Wisconsin Public Service Corporation 


to architects and builders. The more 
of these people that can be contacted 
by the Planner the better. Each new 
contact means added prospects. The 
complete planning service story must 
be told each time and the impression 
of capability put across. After this 
tell it to realtors. They frequently 
build homes speculatively and know 
most of the people who are consider- 
ing home improvement. Some of these 
contacts may secure for you a good 
mailing list of people active in their 
new home interest. These business 
men have their finger on the building 
pulse of the community... . You can 
help them sell homes with this kitchen 
service—they’ll help you too. 

Fifth: Direct mail advertising. 
Company people are constantly dig- 
ging up good prospects. The success- 
ful Planner must see to it that these 
people receive, in the mail, the com- 
plete planning story and in addition, 
printed information on the appliances 
concerned. In many instances this 
hurries up the planning request and 
always renews the impressions the 
salesman or Planner has left. These 
same people should receive appliance 
mailings until they make some deci- 
sion on the use of their plan. 

The automatic dishwasher is easily 
the best and most successful interest 
creator. Usually known as an “elec- 
tric’ dishwasher, simply because it 
uses a small motor for water action, 
the gas company customer wonders 
why the gas company is pushing it. 
A good load builder for gas com- 
panies because it uses more hot water 
than dishwashing by hand would, it 
adds an entirely new note to the 
kitchen picture and keeps the prospect 
constantly interested in the story be- 
ing told. (Continued on Page 30) 
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GO WEST-—GAS MAN—GO WEST! 


Notes from the Diary of an Eastern Gas Executive 
Taken on an Inspection Tour of Western Properties 


By E. A. MUNYAN 


T HAS been many years since 
| Horace Greeley gave similar ad- 
vice to the youth of our nation, 
and his advice was apparently heeded 
by many of those now in the gas 
industry. 
For many years 


In more recent years the Gas Hand- 
book was produced by the expert tech- 
nicians of the Pacific Coast Gas As- 
sociation. This book was later brought 
East and adopted by the American 
Gas Association. There have been 
many other evidences of the excellent 


Manager, Gas Department, 
Union Gas & Electric Co., Cincinnati, Ohio 


or problems. These problems are be- 
ing solved in ways best suited to local 
conditions. 

For instance, in Texas there is an 
over abundance of gas which cannot 
all be consumed in the state and very 
large quantities are being transported 


OS oN eee 


to other cities and states in the 
Middle West. However, in Southern 
California there are millions of cubic 
feet of surplus gas, and this gas is 


methods of operation and management 
of the properties on the Pacific Coast. 

During the months of June and 
July, the writer had the opportunity 


4 past, very impor- 
; tant information 
has been forcing 
itself eastward 
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from what is com- 
monly called the 
West, and has been 
drawing serious 
attention to ‘those 
in the industry 
east of the Rockies. 

It has been a 
well-known fact 
that many very important engineer- 
ing developments in the gas indus- 
try originated on the West Coast, 
and considerable attention has been 
created from time to time by the sales 
methods used on the Coast. 

Everyone in the gas industry knows 
or has heard of the Doherty method 
of gas distribution as used in Denver. 


E. A. MUNYAN 


of visiting and observing first hand 
the operations of many western prop- 
erties in such cities as Dallas, El 
Paso, Los Angeles, San Francisco, 
Portland, Tacoma, Seattle, Vancouver, 
Victoria, Spokane, Salt Lake City, and 
Denver. 

This trip, as can be imagined, was 
a marvelous experience, and the writer 
had the opportunity of talking with 
many men in the industry in the 
West from the positions of chairman 
of the board in some companies to the 
superintendents of other companies. 

It was particularly interesting to 
note the various types of properties 
in the different cities, each city or 
state having its particular interests 


being consumed by industry in the 
vicinity. The oil industry is directly 
involved and cooperates with the gas 
companies in this respect, as the pro- 
duction of oil in California depends 
on the consumption of natural gas. 
As one travels up the Pacific Coast, 
however, it is found that there is keen 
competition between gas and electric- 
ity. This tends to put the gas man on 
his mettle, and he is becoming more 
and more ingenious in devising ways 
and means to meet this condition. 
The writer has been asked to give 
the readers of GAS his impressions 
of the various utilities as he visited 
them. Needless to say he will confine 
his comments to items of particular 
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A glimpse inside the Gas Hospitality House of Public Service Company of Colorado, showing a broadcast in progress. In the accom- 
panying article Mr. Munyan describes this unique promotional asset of the Denver utility. 
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interest to those in the gas industry. 
In Texas the thing that impresses 
one most is the high type of personnel 
and also the progressiveness of the 
Lone Star Gas Co. Everyone visiting 
this property is impressed with the 
influence of the excellent management 
in producing not only good public and 
employee relations, but at the con- 
tinued growth of its gas property. 


Southern California Visit 


Southern California is a particular 
tonic for any gas man and when one 
observes how the Southern California 
Gas Co. and the Southern Counties 
Gas Co. operate, it is readily realized 
how they have become probably the 
most progressive and most successful 
gas properties in the country. The 
Southern California Gas Co. is headed 
by Addison B. Day, as chairman of 
the board, and the management is 
outstanding to say the least. In going 
down through the organization one 
can see the united efforts of hundreds 
of employees in selling gas where it 
not only should be sold under ordinary 
conditions, but also in selling it in 
out of the way places and for out of 
the ordinary purposes. 

It is absolutely impossible, in an 
article of this type, to tell all the 
unusual things being done in the 
Southern California properties, but it 
would be worth many thousands of 
dollars to many companies to send 
representatives to these properties to 
learn how the gas business is being 
operated by an unusually efficient and 
progressive company. 

The writer, expecting to visit this 
property only one or two days, spent 
better than a week there and still did 
not complete all observations on the 
methods of gas operation as practiced 
in the Southern California properties. 
It was certainly a liberal education, 
to say the least, and one regrets leav- 
ing such a fine property where every- 
thing seems to run like clockwork. 

The next outstanding property that 
the writer visited was that of the 
Portland Gas & Coke Co. at Portland, 
Ore. The Portland company has, for 
a number of years, been considered 
by all of the Pacific Coast gas execu- 
tives as the outstanding gas property 
from a production standpoint. Port- 
land produces oil gas and in addi- 
tion produces various tars and lamp- 
black briquettes as by-products. 
Where others have failed in producing 
briquettes satisfactorily, Portland has 
been very successful, and markets for 
such by-products have far exceeded 
the supply. Incidentally, the revenue 
derived from the by-products has been 


a very important factor in their cost 
of production. The Portland prop- 
erty has been visited by a number 
of gas engineers, and a visit with 
Hilmar Papst, vice-president and gen- 
eral manager, should be considered a 
privilege and would greatly repay 
anyone, particularly with reference to 
the production of artificial gas. 

In Washington there is also very 
keen hydro-electric competition, 
mostly of a municipal nature. The 
companies visited were not combina- 
tion properties. Executives are put- 
ting forth their best efforts toward 
meeting this competition. Consider- 
able money is being spent for adver- 
tising in one of the properties and 
results are being obtained rapidly. 
As one man put it: “They would 
rather go broke fighting for the busi- 
ness than rust out in waiting for it 
to appear.” James Pollard, president 
of the Seattle Gas Co., certainly de- 
serves a great deal of credit for his 
strong advertising activities not only 
for those in his own property, but 
also for his efforts in furthering the 
National Advertising campaign of the 
American Gas Association. 

As is probably well known, the 
Canadian properties in Vancouver and 
Victoria are quite active in the Pacific 


Coast Gas Association and contribute. 


to the efforts extended. Vancouver 
has an excellent Glover West plant 
and has been producing gas from oil 
in the retorts in addition to the gas 


Calendar 


September 


West Virginia Oil and Natural Gas Associa- 
tion—Charleston, W. Va., Sept. 8-9. 

Regional Soil Corrosion Conference, National 
Bureau o of. Standards—Soythern California Gas 
Co. Building, 810 South Flower St., Los An- 
geles, Calif., September 14. 

Regional Soil Corrosion Conference, National 
Bureau of Standards—Houston, Tex., Sept. 23. 

Wisconsin Utilities Association, Accounting 
pe cama Green Lake, Wis., Sep. 

American Gas Association—Cleveland, Ohio, 
week of September 27. 

Midwest Section, National Bottled Gas 4s- 
sociation—Cleveland, Ohio, sometime during 
week of September 27. 


October 


Chicago Exposition of Power and Mechani- 
cal Engineering—New_ International Amphi- 
theater, Chicago, IIl., October 4-9. 

American Society "for Metals—1937 Metal 
Congress and — Atlantic City Audi- 
torium, Atlantic City, N. J., October 18-21. 

Mid-Continent Oil €$ “Gas Association of 
Texas—Dallas, Texas, October 29-30. 


November 


American Petroleum Institute — Stevens 
Hotel, Chicago, Ill., Nov. 9-12. 

Seventeenth Annual Gas School Confer- 
~~ State College, Ames, Iowa, Nov. 

National Bureau of Standards—Conference 
on Corrosion and Protection of Pipe Lines, 
National Bureau of Standards, Washington, 
D. C., Nov. 15-17. 


February, 1938 


New England Gas Association—Hotel Stat- 
ler, Boston, Mass., Feb. 24-25. 
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produced by the retorts themselves 
from coal. A rather interesting paper 
was presented before the Canadian 
Gas Association at Ottawa in June, 
1937, describing this plant. The paper 
was written by John Kirkhope, super- 
intendent of the plant. Mr. Kirkhope, 
who came from England to construct 
the plant, returned later to operate it 
and is doing so very successfully. 


Sales Work in Vancouver 


An outstanding piece of sales work 
is being done at Vancouver and any- 
one interested might check into the 
company’s sales methods, paying par- 
ticular attention to_employee sales 
policies. 

John Keillor, the gas department 
manager, is making efforts to obtain 
a gas standard unit of comparison to 
a kw. hr. of electricity and has con- 
ducted considerable research for the 
Canadian Gas Association along this 
line. F. E. Reed of the same com- 
pany has invented an automatic gas 
line draw-bridge valve which operates 
on the opening or closing of a draw 
or lift bridge. This valve, of course, 
is quite valuable where great depths 
and swift tides prevail. 

Quite up to the usual standard 
of the Doherty organization is the 
public relations work being done by 
James L. Stone, president of the 
Spokane Gas & Fuel Co., Spokane, 
Wash. Here a hydro-electric plant is 
right in the heart of the city, and it 
is a most unusual and interesting 
sight to see a series of five waterfalls 
in the business district. The competi- 
tion is terrific, but the writer saw 
many evidences of how the Spokane 
property is trying to meet this con- 
dition. 

The Utah Gas & Coke Co., at Salt 
Lake City, was the next property 
visited, and the writer called on J. D. 
Roberts, vice-president, and learned 
how gas is transported from Wyo- 
ming over barren wastes to supply 
the growing city of Salt Lake. Salt 
Lake City is surrounded by the high 
range of the Wasatch Mountains, and 
it was explained that the territory 
often experiences terrific cloudbursts 
when clouds strike the mountains. 
The writer was told that at times 
boulders as large as autos are hurled 
down the canyons. Lo and behold, 
while the writer was in Mr. Roberts’ 
office, a cloudburst occurred west of 
the city; and the water rushing down 
the canyon broke a 10-inch high-pres- 
sure line supplying a large smelter. 
Action then began from the vice- 
president down, and my last observa- 


(Continued on Page 56) 
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@ C. ELDON WHITE, San Diego Consolidated 
Gas and Electric Co., San Diego, Calif.; in 
a paper, “Yield of Tar in the Manufacture 
of High B.t.u. Oil Gas.” presented before 
the Technical Section at the 44th annual 
convention of the Pacific Coast Gas As- 
sociation at Seattle, Wash., August 17-19, 
1937.—{Abstract by GAS). 


Yield of Tar 


in the 


HE purpose of these experi- 
ments was primarily to note the 


i yield of tar produced from the gen- 


eration of high (869 to 1436) B.t.u. 
gas from several oils in a laboratory 
cracking tube at various tempera- 
tures, determining 
also the heating 
value, specific 
gravity, and com- 
position of the gas 
produced, and the 
consumption of 
make oil, as in gas 
plant practice. 

It was believed 
that any marked 
difference in the 
behavior of the 
various oils would 
lead to a basis for plant scale experi- 
ments designed to reduce the yield 
of tar, or uncracked oil. A desired 


C. ELDON WHITE 


25 
TABLE NO. 1. PROPERTIES OF OILS 
Oil No. 1 2 3 4 
Test No. A-D ine. E-H inc. I-L ine. M-P inc. 
Cokeless Diesel Stove 50:50 fuel 
Kind of oil fuel oil oil oil and Diesel 
Specific gravity, 60°F......... 0.9018 0.873 0.836 0.922 
Bes ME, BE Bec cccccccs 25.4 30.6 37.8 21.9 
Bn SU SR, ae wv one ese 7.509 7.266 6.960 7.681 
B.S. & W. by centrifuge...... 0.15 % 0.05 % 0.00% 0.70 % 
Heating value, B.t.u./lb....... 18,833 19,212 19,525 18,752 
Heating value, B.t.u./gal...... 141,420 139,600 135,890 144,040 
ES ES Tin bce nccceocec. 1.385 0.322 0.385 1.074 
Flash point, open cup, °F..... 105 225 155 215 
Fire point, open cup, °F...... 175 260 170 255 
Saybolt Universal viscosity: 
Room temperature, °F...... 79 74 73 74 | 
Vis. at room temp., sec...... 81.0 59.5 37.0 318.0 | 
oo 2 og Oe eee 60.0 42.7 34.8 153.5 | 
Ve Oe eee Pe OO. ck ccs 36.7 34.6 31.7 44 | 
Conradson carbon residue, %. 0.424 0.146 0.028 4.777 
Moisture by distillation, %... 0.07 is trace 0.6 
Degrees Degrees Degrees Degrees 
Fractional distillation: Centigrade Centigrade Centigrade Centigrade 
0 a ee 69 216 130 110 
Saas wh hed ee hese 220 252 185 255 
ET Ss Wek with ie ween ou 262 269 194 283 
ee i a acl 292 283 212 304 
ME. sbecvoaeu ate iviuas 320 296 225 322 
SS Cl ek aeeb as hoe ohh 347 310 234? 345 
MY 65 tke4 62k ne wwe een 364 324 242 355 
MR Nas cb kas eae seas 376 340 252 362 
he a 380 358 262 365 
PARES oar a pein 400 391 278 sia's | 
EE fn ok Saw bbc eke we bee aha 290 | 
CU 6 bw Obs <n wae ae a ke an 264 ods | 
CS A. ibs kb a oe bees 400 391 290 365 | 
i a tel i eta 91% 97.7% 99.0% 89% | 
| 
Relative cost per gallon. 4c 4.5¢ 3.25¢ 


feature of the manufacture of high 
B.t.u. gas would be the reduction of 
tar yield, since tar storage capacity 
is prone to be limited. 


Description of Apparatus 


The apparatus employed consisted 
of an inclined black steel 34-inch 
pipe, 55 inches long, heated by three 
electric combustion furnaces. Ther- 
mocouples leading to a calibrated py- 
rometer were inserted into the re- 
spective furnaces, the temperatures 
of which were controlled by rheo- 
stats. The lower, outlet, end of the 
pipe was cooled with a water jacket, 
while the tar dropped into a cali- 
brated glass receiver at the end of 
the pipe. The gas was conducted 
through a tee to a wet test meter, 
thence to a 5-cu. ft. water sealed 


Manufacture of High B. t. u. Oil Gas 


holder. The oil was dropped into the 
upper end of the cracking tube by 
means of two 50 cc. burettes utilized 
successively. 

The operation of the apparatus 
consisted in maintaining for each run 
the three furnaces at a selected con- 
stant temperature, dropping a meas- 
ured volume of oil at the rate of 1.4 
second per drop into the upper end of 
the cracking tube, generating, meter- 
ing and storing three cu. ft. of gas, 
and measuring the resultant tar. 
After this, the heating value of the 
gas was determined by means of the 
Junkers calorimeter, the _ specific 
gravity with the Ranarex recorder, 
and the composition with an analyzer 
equipped with a slow combustion 
pipette. Finally, the combustion of 
the gas in a natural gas hot plate 
was briefly noted. The volume of 
gas was reduced to standard condi- 


TABLE NO. 2. NUMERICAL RESULTS 


Test No. 


Oil No. 


1042 


1.59 


908 
12.18 
82.10 
13.0 


13.55 

73.84 

17.5 
2.36 


1205 
15.26 
65.54 
21.1 

3.22 


17.56 


56.99 
4.29 


1406 
24.4 


11.65 


85.86 
1.77 


921 
15.2 


12.72 

78.59 

18.6 
2.37 


1031 


1202 
14.35 
69.68 
23.2 

3.33 


1436 
16.98 
58.89 
26.2 

4.45 


11.44 

87.46 

12.3 
1.41 


869 


1022 
12.55 
79.69 
18.9 

2.37 


1165 
13.99 
71.47 
21.8 

3.04 


1370 
15.94 
62.72 
24.1 

3.85 


905 
13.24 
75.56 
14.0 

1.86 


64.37 


25.2 
3.91 


1199 
15.53 


72.95 
17.5 
2.40 


1008 
13.71 


18.34 
5.25 


54.50 
28.6 


B.t.u. of gas made.1399 


Make oil, gal/M c.f. 


Gas, c.f./gal.... 
Tar, % of make oil 


Tar, gal/Mc.f..... 


Gas analysis 
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100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 


100.0 


1609 
1609 
1608 
1609 


1544 


1544 
1544 


1434 
1434 
1432 
1433 


1331 
1328 
1328 


1610 
1609 
1600 
1606 


1545 
1544 
1543 
1544 


1436 
1436 
1436 
1436 


1309 
1307 
1308 
1308 


1628 
1631 
1626 
1628 


1544 
1543 
1544 
1544 


1459 
1459 
1457 
1458 


1352 
1351 
1351 


1588 
1588 
1586 
1587 


1408 
1414 
1415 


1523 
1525 
1521 
1523 


1307 
1308 
1306 
1307 


Bottom 
Center 


Furnace temperatures, °F. 
Top 


1544 


1329 


1351 


1412 


Mean 


1.4 1.4 1.4 1,4 1,4 1.4 1.4 1.4 1.4 1.4 1.4 1.4 1.4 1.4 
0.52 0.741 


1.4 


1.4 


Oil flow, sec/drop 


0.543 


0.610 


0.695 0.597 0.495 0.905 0.721 0.604 0.530 0.865 


0.843 


0.722 


0.587 


Gas sp. gr. (sat.) 


Combustion in nat- 


good good fair fair 


fair 


good good good good fair 


good 


ural gas hot plate good 


moder- 
none much none none none ate none none none none heavy heavy heavy heavy 


none 


tion in generator none 


Lampblack Forma- 


G AS-September 1937 


tions of 60°F., 30 inches of mercury, 
saturated with water vapor. 


Four kinds of oil were used: 


1. The condensate resulting from 
the complete distillation of fuel oil to 
dryness at atmospheric pressure, the 
resulting coke being rejected. A small 
eracked fraction was obtained near 
the end point. 


2. Diesel oil, grade 4A. 
3. Stove distillate, grade No. 1. 


4. A mixture of equal volumes of 
fuel oil and Diesel oil. 


The properties of these oils are 
shown in Table No. 1. Table No. 2 
shows the numerical results obtained. 

It is surprising to-note that three 
oils differing in specific gravity, dis- 
tillation range, and other properties 
as much as do oils Nos. 2, 3, and 4 
should produce exactly the same num- 
ber of gallons of tar per Mc.f. of 
gas. No. 1, an unavailable, artificial- 
ly made oil yielded more tar than the 
other three. 

The relation between the yield of 
tar per centum of make oil and the 
heating value of the gas made is in- 
teresting. At first sight it might ap- 
pear that No. 4 oil yielded less tar 
than No. 3, but actually more of No. 
4 oil is required to produce an M c.f. 
of gas; the seeming advantage is 
thus cancelled. The point is that part 
of No. 4 oil is wasted as lampblack 
in the generator. 

Considering the number of gallons 
of make oil per M c.f. of gas made, 
three trends are evident: No. 1 oil is 
the least efficient, not because of 
lampblack formation (for its residual 
carbon content is low), but because 
it delivers the most tar. Nos. 2 and 
3 oils (Diesel and stove distillate) 
are indentical in performance, and 
the most efficient. No. 4 oil (50:50 
Diesel and fuel oils) is intermediate 
in efficiency; its lessened gas yield is 
doubtless due to its high residual car- 
bon content, 7.e., to lampblack forma- 
tion in the generator. Hence the best 
efficiency depends upon low residual 
carbon content and low tar yield, but 
is independent of the specific grav- 
ity, boiling range, and other such 
properties of the oil. 

It is noteworthy that regardless of 
the type of oil utilized, the composi- 
tion and the specific gravity of a gas 
is practically constant at any given 
heating value. 

Although oils Nos. 2, 3, and 4 
varied materially in their physical 
properties, at any given temperature 
each produced gas of the same heat- 
ing value; but oil No. 1 required a 
temperature 30°F. lower than these 
throughout the B.t.u. range studied. 
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T is simple to secure satisfactory 

efficiency on a boiler operated at 
or near rating with a continuous non- 
varying load; unfortunately, in prac- 
tice such a condition rarely arises. 
Load swings of varying degree are 
encountered, shut downs, at night, 
week-ends, etc., must be met, and the 
average over-all efficiency suffers as 
a consequence unless corrective meas- 
ures are taken. 

Selection and application of the 
proper type of combustion control is 
the first step toward increasing the 
over-all efficiency of the plant. 

Certain other methods of lowering 
the over-all fuel bill are as follows: 

The first of these methods involves 
the use of refractory insulating lin- 
ing. On four of such jobs installed 
about 12 months ago, a careful check 
was made of the results. Two instal- 
lations were made wherein the burn- 
ers operate at a maximum of 41% 
Ibs. gas pressure under throttling 
control. The position of the damper 
is controlled by the draft which is 
directly balanced against burner man- 
ifold pressure. Fuel input is con- 
trolled by conventional fuel governor, 
actuated by steam pressure. A 414- 
inch thick lining of insulating re- 
fractory, tied in with fire brick at 
intervals, was placed at the time the 
conversion was made. One job is 
used for a small amount of district 
heating and subject to shut-down for 
several hours during the middle of 
the night. The other job furnishes 
chiefly process steam in a cereal mill, 
together with incidental heating. 

Experience on these two jobs indi- 
cates a remarkably quick load pick 
up, lessening of radiation losses, more 
uniform firebox temperature, condu- 
cive to greater radiation transfer 
throughout the length of the boiler, 
and a better fuel comparison than we 
would expect on similar jobs without 
the refractory lining. One laundry 
which had used gas fuel for a year 
was equipped with this lining, no 
other changes made, and the re- 
sultant saving in direct fuel cost 
amounted to between 8 and 10 per 
cent. This job was an HRT Boiler, 
had upshot burners and off and on 
control. A barometric draft control, 
motor operated, was in use. A month 
before the new lining was installed, 
a water meter and suitable test in- 
struments were installed to secure a 
definite operating check on the job, 
before and after. A second laundry 
job, with straight shot burners which 
had utilized gas fuel for the past 
three years was similarly changed. 
The two jobs were quite similar in 
controls, etc., except for the burners 
and the same improvement in results 


Increasing the Efficiencies 


of Gas Power Boilers 


The refractory insulation used was 
the 2600 grade Quigley Insulbrix and 
repeated checks on the fireboxes of 
these jobs have shown no spalling or 
disintegration. One characteristic 
which has pleased the customers has 
been the quick pick up and rapid re- 
sponse to changes in load. The steam 
pressure, after overnight shut-down, 
has always been considerably higher 
and as a result the boiler has been 
on the line much sooner in the morn- 
ing. 

Another method of cutting fuel 
bills has been through using thermo- 
statically controlled zoning valves on 
steam heating installations. One typ- 
ical case involved a central heating 
installation serving five isolated 
school buildings, grouped about the 
boiler plant. Zone valves were in- 
stalled four years ago and have more 
than justified their cost, even though 
considerable rearrangement of the 
piping was necessary on two of the 
buildings. 

An interesting situation arose at 
a meat packing plant which had four 
250 hp. boilers installed, two or three 
of which normally handled the load. 
Since their work proceeded on a 
schedule, it was possible to anticipate 
heavy load days and the plant person- 
nel were finally educated to operate 
with an absolute minimum of boilers, 
operating at full load or slightly over, 
rather than to coast along on three 
boilers at reduced rating. A definite 
fuel saving results. 


Air Infiltration on Power Boilers 


N important point is that of 

keeping air leakage through a 
boiler setting at a minimum. From 
an efficiency standpoint, this loss can 
be far greater than the total radia- 
tion losses, if the boiler setting is ex- 
tremely porous. From a performance 
standpoint, this leakage air can be 
the source of innumerable troubles, 
primarily that of causing pulsation. 
Pulsations or very rapid and heavy 
vibrations can be caused by operating 
a boiler with a deficiency of air in 
the combustion chamber and permit- 
ting the unburned gases to contact 


@ W. W. GERMAN, The Montana Power Co. 
Butte, Mont.; and WORDEN POPE, Public 
Service Co. of Colorado, Denver, Colo.; in 
papers presented to the Industrial Gas 
Sales Forum, Natural Gas Department Con- 
vention of the American Gas Association, 
Kansas City. Mo., May 10-14.—({Abstract 
by GAS). 


the leakage air and ignite with rapid 
explosions at some point in the fur- 
nace where it is possible for the 
leakage air to contact the unburned 
gases. 

One of the larger Denver installa- 
tions, where there was being gen- 
erated approximately 400 hp. on a 
Sterling type boiler, a very large 
crack developed around one of the 
upper steam drums. The operator, 
in an effort to bring his COe2 content 
in the flue gases up to a reasonable 
figure, reduced the air supply to the 
burner, thus creating a deficiency of 
air in the combustion chamber. The 
result was that severe vibrations were 
set up in the boilers, when the un- 
burned gases contacted the leakage 
air. Each explosion retarded the draft 
instantaneously and the pulsations in- 
creased in intensity until a dangerous 
condition was set up. 

On another installation the setting 
appeared reasonably tight, but when 
the tests were made, excess air of 
approximately 12 per cent in combus- 
tion chamber, and 85 per cent at the 
outlet of the boiler, was disclosed. 
Carefully sealing this boiler with a 
plastic boiler cement reduced the ex- 
cess air in the stack to about 20 per 
cent, but kept the excess air in the 
combustion chamber at 12 per cent, 
thereby increasing the boiler effi- 
ciency by 4.5 per cent. The stack 
temperature was about the same in 
both cases, which would indicate that 
the leakage air was entering the 
boiler rather uniformly over the en- 
tire setting. This boiler also entered 
into serious vibrations if the excess 
air in the combustion chamber was 
reduced below 10 per cent. 

Leakage air also decreases the fuel 
burning capacity of a boiler, and its 
stack, because all the air passing 
through the boiler cannot be used in 
burning of the fuel. 
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@ Cc. A. THORP, Southern California Gas Co., 
Los Angeles, Calif.; in the report of the 
Sub-Committee on Gas Lighting presented 
before the Technical Section at the 44th 
annual convention of the Pacific Coast Gas 
Association, at Seattle, Wash., August 17- 
19, 1937.—{Abstract by GAS). 


gations and observations made 

by the Sub-Committee on Gas 
Lighting during the past year and a 
half the following data are presented 
on two types of gas lighting; namely 
floodlighting, and indoor commercial 
and industrial lighting. 


. S A result of the various investi- 


Floodlighting 


As no precedent for installation 
procedure was available for this 
equipment a study was made compar- 
ing these gas lamps with existing 
equipment in use for this type of 
lighting. A summary of this study is 
shown below. 


Gas Arc (No. 3000 Lamp). 


(From Report of Electrical 
Testing Laboratory) 


Lumens: total 0°-180° 233386; down 0°- 
90° 19662. 

Gas Consumption 88,500 B.t.u./hr. 
- “ (1120 B.t.u. gas) 34.5 cu. ft./hr. 
a “ ( 550 B.t.u. gas) 70. cu. ft./hr. 


Gas Lighting— Commercial, 


and Flood 


Electric consumption of blower, 66 watts 
Light intensity is low, therefore does not 
require opaque glassware. 


Electric Mazda Lamps (1000 Watts) 


(Report of Electrical 
Testing Laboratory) 


Lumens: total 0°-180° 20700; down 0°- 
90° 15732 RIM dome; clear lamp. 

Energy Consumption 1000 watts/hr. 

Energy Consumption 3412 B.t.u. 

Lumens per B.t.u. 6.0 

Light intensity very high; requiring 
opaque glassware which probably re- 
duces light available to 90 per cent. 
Downward efficiency 0°-90°: with clear 
glass RIM Dome 76 per cent or 15,732 
lumens; with opaque glass about 66 
per cent or 13,662 lumens. 


Comparison of 0°-90 Effectiveness of 
Illumination (Downward) 


Gas 19,662 lumens with use of 34.5 cu. ft. 
1120 B.t.u. gas/hr. or 
70. cu. ft. of 550 B.t.u. gas/hr. 
——t 15,7382 lumens with use of 1 
. hr. 
For downward illumination equal to gas 
arc would require: 
19,662/15,732—1.25 kw. hrs. using clear 
lamp 


or 

19,662/13,662—1.44 kw. hrs. using RIM 
dome with white bowl lamp. 

On the basis of 1.25 kw. hrs. being 
equal to 34.5 cu. ft. of 1120 B.t.u. 
gas, 1 kw. hr. would be equivalent 
in lighting effectiveness to 27.6 cu. 
ft. of natural gas. 

Or 1 kw. hr. would be equivalent to 


Lumens per B.t.u. 0.606 56 cu. ft. of 550 B.t.u. gas. 

TABLE NO. 1. SUMMARY OF OPERATING DATA FOR NO. 3000 HUMPHREY GAS 
LAMPS BASED ON FIVE INSTALLATIONS (THREE BRACKET TYPES, TWO POST TYPES) 

Avernge Dummies Toure Wer TAGs ii occ ccc cece ib cccccesscecesse 291 

Gas Consumption per Month, cubic feet*................c ccc eeeees 8730 

Electric Consumption per Month, watts**........ccccsccccccccvees 17460 

ee a Ee oe re eee 220 
Frequency of Service Calls per Month, Average...............+6.. 1.64 
Number of Mantle Changes per Month, Average................... 1.48 

Average Monthly Cost (exclusive of transportation) 
$8.30—$0.0285 per burning hour or (for energy.............eeeee0- $0.01615 
sa fo a ee .01232 
291 
DN vccnnkich snk owe Rk ee erie eks hace cea) $0.02847 
oR BS Sb PPE ore OP rece ee er eo eer ere $4.36 
Bioctrtatten - > BO er Bes ak. s 0 0c Fike S a AW Rk 09-4 08's oe 35 
RO OP Be Es bn i wi vaso tes ove eeennie const tapenebionense as so LZ 
ee Ge Me cd 5 9 on ie eh oe 0 a9 0 40s OURS 6 OE REN Bao ed 8 burs 1.33 
Snes PG SN nn oho cck coer Sesehee een ahs ADB ERE Veab ceases 52 
PER Gp OCOD Oro esis ov cee God 0a bane hs Fee ONSEN SU re sac  cabeie ei 25 
Bisbet BD GO GH: 6 iiniee 0.6 60h ass RaW Vibe 64 6 26 
$8.30 
* Based on 33,700 B.t.u. per hour, or 30 c.f.h. of 1120 B.t.u. natural gas. 
** Obtained by multiplying burning hours by capacity of the supercharger (60 watts). 
*** Average Pasadena, Calif., power rate. 
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TABLE NO. 2 


Summary of Operating Data for No. 500 
Humphrey Indoor Gas Lights* 


30-Day Calendar Month 
Including Sundays 
i a 170 
Gas Consumption, cu. ft.... 3,772 
Electric Consumption, watts 10,197 
Mantle Life, Burning Hours 170 
Frequency of Service Calls 2.6 


Average Monthly Cost 


(exclusive of transportation) 


Gas @ $0.69 per M c.f....... $2.60 
Electricity @ $0.0413 kw.hr. .42 
DT cue. oo ones cba ee eaek 1.87 
ER ee bewdaco’ 1.40 
SS als te ae atta e's 6 te 1.17 
EE Gi ao eeki ne oes ceats $7.46 
7.46—$0.04388 per burning hour or: 

170 
For Energy = $0.0177 
For Maintenance = 0.0261 
BEE  scedendaaw ake $0.0438 


* Located at Swanee Stove Works, 2538 
West Pico Boulevard, Los Angeles, Calif. 


Actual installations which have 
been made indicate results more fa- 
vorable to gas lamps than is shown 
by the above summary. Many gas 
companies in the New England States 
are making installations on the basis 
of 1 No. 3000 gas lamp replacing 2 
kw. of electric lighting. They claim 
higher intensities of illumination are 
obtained after the installation of the 
gas lamps on this basis, than was 
obtained with the electric installation 
immediately before replacement. 
These results appear to be due to the 
fact that the gas installation is a 
maintained lighting service and is 
kept at, or near its initial efficiency 
by the frequent servicing and also to 
the lower surface brightness of the 
gas lamp which allows it to be in- 
stalled at lower heights. 

Operating and servicing costs, while 
differing for each locality, are indi- 
cated by the data shown in Table No. 
1. These data have been averaged 
for five of these lamps; three of the 
bracket type and two of the post type. 
The figure of 2.8c per burning hour 
would probably be decreased by using 
the more advanced type of gas pilots 
in place of the electric pilots which 
have been in use on these lamps. In- 
stallations composed of more than one 
lamp at the same location would also 
lower the labor costs shown. It will 
be noted in the operating data that 
the B.t.u. input has been lowered to 
33,700 B.t.u. per hr., or 30 cu. ft. of 
1120 B.t.u. natural gas. This de- 
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creased input now appears to be 
general practice in all parts of the 
country and is done for the purpose 
of minimizing servicing. It has been 
found that mantle life is materially 
increased with this lower B.t.u. input 
and that there is less maintenance in 
connection with pilots, globes and 
other parts of the lamp as well. On 
the basis of 1 No. 3000 lamp being 
equivalent to two kws. of electricity, 
it will be seen from the data that this 
is equivalent to an electric rate of 
1.4c per kw. hr. under the conditions 
shown, exclusive of fixed charges. 

While practically every conceivable 
installation policy for gas flood lights 
is in use, the four main ones are (1) 
monthly rental charge for equipment, 
(2) no charge except that in rate to 
cover equipment, (3) charging the 
customer for labor and material for 
installing but capitalizing the lamp 
equipment itself; fixed charges being 
covered in the rate, and (4) charging 
for the complete job. It appears that 
as companies gain more experience 
with these installations there is a 
distinct tendency to change the orig- 
inal installation policy to number 3 as 
there is a distinct advantage in hav- 
ing the customer financially interested 
in the installation. A minimum 
monthly charge per lamp is included 
in the rate in practically all cases. 


Indoor Commercial and 
Industrial Lighting 


For indoor lighting the number 500 
Humphrey Indoor Hi-Power Gas 
Lamp, while it lacks some of the ad- 
vertising value associated with flood 
lighting, has possibilities in some 
localities. This equipment uses the 
premix fan similar to the one in the 
outdoor unit, the fan delivering the 
gas-air mixture to four single mantle 
lamps which comprise one unit. While 
at the present time globes are avail- 
able in only two shapes for this unit, 
both of which give nearly equal dis- 
tribution of light in all directions, it 
appears from the installations which 
have been made, that in general, one 
unit of these lamps is equal to 1 kw. 
of electricity. This unit has a gas con- 
sumption of 24,000 B.t.u. per hr. 

Operating and maintenance data 
for a unit covering a period of ap- 
proximately 18 months is shown in 
Table No. 2. While the figure shown 
per burning hour is considerably 
higher than that for the outdoor lamp, 
it is noted that this figure is for one 
unit only, installed on a consumer’s 
premises. An installation of several 
of these units at one location would 
materially reduce the labor item 
shown due to the time required to 
burn in mantles. 
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Calibration of Gas Range 
Oven Thermostats 


@ E. H. MOHR, Los Angeles Gas and Elec- 
tric Corp., Los Angeles, Calif.; in paper to 
Gas Appliance Testing Sub-Committee, 
Pacific Coast Gas Association Spring 
Technical Conference, Los Angeles, Calif., 
March 18-19, 1937.—(Abstract by GAS). 


HE temperature variation in an 
oven is determined by several 
factors; namely, the design of the 
burner, the location of the vent, the 
method of circulation of the hot 
gases, the location and type of the 
sensitive element 
of the heat control 
and the accuracy 
of the heat control. 
The two types of 
ovens most gener- 
ally used are the 
“circulating” in 
which the hot gas- 
es enter the oven 
compartment along 
the upper half of 
the side walls, cir- 
culate in the ovens 
and leave through the vent opening 
in the top or rear; and the “semi- 
direct action” in which the gases 
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enter the oven through openings in 
the oven bottom, circulate in the oven 
and leave through the vent opening 
in the top or rear. 

The composite influence of the 
various factors on the uniformity of 
the product can best be determined 
in any particular case by a practical 
baking test similar to the test speci- 
fied in the American Gas Association 
Approval Requirements for gas rang- 
es under the heading “Oven Heat 
Distribution.” The effect of the type 
and location of the sensitive element 
of the heat control can be noticed in 
the time to reach equilibrium at a 
given temperature, and an element 
located near the top center of the 
oven and supported on knife-edge 
supports will give the best results. 
In other words, the sensitive element 
should have the minimum amount of 
material to be heated, should be re- 
moved from intimate contact with the 
metal lining of the oven as nearly 
as possible, and should be located in 
the path of the circulating gases in 
the oven. 

The accuracy of the oven heat con- 
trol can be divided into two parts, 
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FIG. 2. 


the marking of the control dial and 
the actual oven temperature at a 
given dial setting. The marking of 
the control dial, in most cases, is 
quite satisfactory and any non-uni- 
formity may be traced to installation 
in the range rather than to the ther- 
mostat manufacture. 


The maximum permissible dial er- 
ror (difference between oven temper- 
ature and dial setting) will depend 
upon the type of cooking. It is gen- 
erally agreed that meats of all kinds 
would not be affected by errors as 
high as 50 degrees F. in thermostat 
calibration. Biscuit recipes are some- 
what flexible regarding time and 
temperature and are usually estab- 
lished by the individual housewife to 
suit her own needs or preference in 
her particular oven. However, unsat- 
isfactory cake and pie baking cause 
the great majority of home service 
complaints so these two cooking oper- 
ations were chosen for an investiga- 
tion of the maximum permissible dial 
error. It was indicated by these tests 
that the permissible dial error should 
not exceed plus or minus 15 degrees 
F’. In the event an adjustment of the 
dial should be required, the service- 
man may have to interpolate between 
dial markings to set the dial to cor- 
respond to the oven temperature. It 
is conceivable that certain baking 
operations may require temperatures 
other than those ordinarily chosen for 
dial markings. In either case, a ther- 
mostat dial marked at 10 degree in- 
tervals has a distinct advantage over 
one marked at 25 degree intervals. 


Calibration of the heat control 
within the limits of plus or minus 
15 degrees F., either in the field or 
in the laboratory, depends upon a 
means of determining accurately and 
rapidly the actual oven temperature 
at a given dial setting. Laboratory 
instruments, such as potentiometers, 
pyrometers, etc., are usually designed 
with accuracy rather than portability 
in mind and the investment required 
usually prohibits extensive use in the 
field. 

Of the various types of thermom- 
eters devised for use in ovens one 
was found to be readily adaptable 
for calibration purposes with some 
modification. It consists of an easily 
read special mercurial thermometer 
with the tubing designed to show a 
reflected red color in the mercury, 
encased in protective armor, and pro- 
vided with a suitable carrying case 
and a transite base to hold thermom- 
eter when used in oven. Although all 
of these features were extremely de- 
sirable, it was found that the protec- 
tive armor and transite base caused 
the thermometer to be 19 minutes 
slower than a _ potentiometer and 
thermocouple in indicating equili- 
brium temperature in a fast oven (see 
Fig. 1). A conical copper base to be 
used in conjunction with the protec- 
tive armor (see Fig. 2) was devel- 


G AS-September 1937 


oped, in which the hot gases are 
streamlined past the bulb of the ther- 
mometer, thus reducing the time lag 
to 3 minutes. The cost of the ther- 
mometer and copper base are well 
within reason and the combination 
has been accepted for general field 
use. For the man who handles the 
more difficult calibration service 
calls, a portable pyrometer was devel- 
oped, as described in Gas, May, 1936, 
page 82. 

It is possible to divide the various 
heat controls into several major clas- 
sifications with respect to perform- 
ance and to issue specific instructions 
regarding the calibration for each 
classification. Based on laboratory 
and field observations, the following 
general procedure was developed for 
field calibration of heat controls us- 
ing the serviceman’s thermometer: 
with the thermostat dial set at 400 
degrees F., ignite the oven burner; 
the calibration should be made by 
reading the thermometer at the end 
of 25 to 50 minutes (depending upon 
the make of range and type of con- 
trol) with a check reading five min- 
utes later. The thermometer should 
be located as nearly as possible at the 
geometric center of the oven and 
should be placed so that the reading 
can be made with the minimum door 
opening. 


Kitchen Planning Must Be Sold! 


(Continued from Page 22) 


Sixth: Newspaper advertising 
should be used after the department 
has itself well established with a list 
of satisfied customers and in a posi- 
tion to take new ones on as fast as 
they come in for information. It tells 
its story best if it illustrates model 
kitchens. Here’s where the American 
Gas Association national advertising 
campaign comes in, for a score of fine 
photos are available at slight cost. 

You gain in civic prestige by this 
type of newspaper advertising. If 
you have electric company competi- 
tion, your company is impressed on 
the public as more progressive and 
alert than its competitor. Your sales- 
men pick up unexpected appliance 
prospects. Bigger and more impor- 
tant than all of these, you give the 
impression of added service to your 
community and make friends. 

Seventh: Don’t forget your win- 
dow and floor displays. Keep the story 
of this excellent service before the 
people who know you the best... 
those who visit you. Show them 


planned kitchens and they’ll want one 
of their own. 

Eighth: Sell the service to your 
company employees, a good propor- 
tion of whom will build or remodel 
each year. This can be done through 
bulletin board postings of your news- 
paper ads and the usual departmental 
meetings and other contacts. Usually 
employees are branded the worst com- 
plainers when the merchandise they 
get from their sales department at a 
special price shows a porcelain flaw 
or a misadjusted burner. Hand them 
this free service and they’ll talk your 
Planner into a lot of overtime work. 

Ninth: Use kitchen planning as a 
selling tool— forget your altruistic 
home service ideas. This isn’t a thing 
everyone can use ... you'll find those 
that do well satisfied to buy the mer- 
chandise you suggest. No one knows 
more about kitchen requirements than 
the typical American housewife, and 
less about how and what to do about 
it. Give her a lift and she’ll be a 
friend for life. 
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NOTE TO READER 
This is the seventh in a series of advertise- 
ments dramatizing one engineer's experi- 
ence with his first Dresser-coupled line, For 
the complete story, write for Bulletin 351. 


HOW EASY THEY Tap, 


“ . 
~~ * 


oRESSER COUPLED Ling” 


aa 
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CURVES ... with STRAIGHT pipe, are a simple matter with 
Dresser Couplings! Both horizontal and vertical deflections of 
the pipe can readily be made—without harm to the coupling 
or without affecting its permanent tightness in any way! 

This advantage—the result of Dresser fexibility—saves con- 
struction time and money by eliminating many field bends, 
special fittings, and delays. Today, as for almost 50 years past, 
it is the practical answer to problems of curvature, grades, 
trench irregularities, etc. 


“DRESSER 


MFG. COMPANY, BRADFORD, PA. 


In Canada: Dresser Mfg. Company Ltd., 60 Front Street, W., Toronto, Ont, 
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The Utility Laboratory 
Aids the Salesman 


URING the past several years, 
it has been convincingly demon- 
strated that facts are becoming in- 
creasingly important tools for local 
utility appliance salesmen and local 
utility appliance sales promotional 
men. Competition 
has made it im- 
perative that sales- 
men know the facts 
concerning gas and 
gas appliances and 
have a general 
knowledge of com- 
petitive appliances. 
A utility which 
conducts a gas ap- 
pliance testing 
laboratory can pro- 
vide these facts. 
Laboratories of appliance manufac- 
turers whose products are sold in the 
national market, college and inde- 
pendently managed laboratories, and 
the American Gas Association Test- 
ing Laboratories, all provide valuable 
facts for gas utilities. Why, in view 
of this fact, is a local testing labora- 
tory of value? Manufacturers are 
searching for improvements of their 
products or using their established 
research data as a basis for advertis- 
ing; independent laboratories usually 
are hired by a manufacturer to work 
on specific problems; and college 
laboratories are usually engaged in 
purely scientific research. Obviously 
much of the information received 
from these sources does not fit local 
conditions. The American Gas Asso- 
ciation Testing Laboratories, from 
whose reports much valuable data are 
secured by utilities, bases the award 
of its Blue Star Seal of Approval on 
minimum requirements for perform- 
ance, safety and construction. A local 
utility testing laboratory is not 
affected by any such handicaps. 


R. V. DAVIS 


Value of Local Reports 


Sales procedures of various gas 
utilities differ. Many points neces- 
sary to make a complete sales presen- 
tation by local methods not furnished 
by national studies, can be supplied 
by local reports. 

Data relative to B.t.u. inputs most 
desirable for local operating condi- 
tions from which to compile accurate 
operating costs, time studies, heat 


@ R. V. DAVIS, Southern California Gas Co., 
Los Angeles, Calif... in a study entitled, 
“The Value of Utility Gas Appliance Test- 
ing to a Sales Department.” which is a 
portion of a paper on the utility testing 
laboratory presented before the Annual 
Convention of the Pacific Coast Gas Asso- 
ciation at Seattle, Wash., August 17-19, 
1937. Mr. Davis’ discussion continues an 
examination of this topic which was started 
in the August issue of GAS with a re- 
view on the gas company testing labora- 
tory by R. I. SNYDER of the Southern 
California Gas Co. This topic will be further 
outlined in the October number of GAS 
by GEORGE WEHRLE of Public Service 
Co. of Colorado.—(Abstract by GAS). 


distribution charts, safety factors, 
etc., are obtainable in usable form. 

Actual performance tests on ranges 
by members of the home service de- 
partment are valuable because ap- 
pliances are adjusted and installed in 
the laboratory by men trained by local 
utilities and in the identical manner 
that local home installations are made. 

Facing severe competition, sales- 
men need to know the optimum per- 
formance, safety and construction of 
appliances. 

The adoption of a standard report 
form for ranges, one for water heat- 
ers and one for space heating ap- 
pliances provides true comparisons of 
appliances tested. These are of value 
to executives who formulate sales 
policies. Comparisons on standard re- 
port forms between gas and competi- 
tive appliances are of direct value to 
field salesmen. 

Upon authorized request made by 
the sales department, special tests can 
be made to determine answers to spe- 
cific sales problems. Claims made by 
competitive advertising relative to 
performance of gas and competitive 
appliances can be checked. 

Exaggerated claims relative to con- 
struction, performance, safety and 
economy of an appliance, even though 
innocently made by a salesman to a 
customer, greatly increase the work 
of keeping the appliance sold. Data 
from the laboratory, correctly pre- 
sented to both sales and service men, 
simplify the service department’s job 
of keeping the customer sold on mod- 
ern appliances, modern gas service. 

The laboratory report can be 
adapted for the company sales manual 
under the following topics: 

1. Monthly pilot consumption on gas 
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ranges: This table shows amount of 
gas per month necessary to maintain 
pilots as well as average monthly cost 
under local conditions and rates. 

2. Water boiling speed tests: Time 
required by different size gas top 
burners and top electric elements in 
bringing various quantities of water 
to a boil. From these figures, correct 
local cost comparisons are calculated. 

3. Effect of various types of pans 
on top burner efficiency. 

4. Baking, roasting, broiling and 
top burner cookery. Tests made by 
home service department. 


Many facts discovered by the lab- 
oratory can be used as a basis for dis- 
cussion in sales educational meetings. 
Information which creates enthu- 
Siasm, sells salesmen on their product 
and gives correct answers to the vari- 
ous local problems is valuable. 


Testing Competitive Appliances 


Because of local competitive condi- 
tions, an increase in the number of 
competitive appliances tested would 
provide useful data for the sales de- 
partment. The maximum service 
which the modern home should re- 
ceive from a 1937 gas appliance has 
been definitely established. For ex- 
ample, cooking today should possess 
certain attributes, and a report might 
include the following data concerning 
both ranges: 


Simplicity: General data including 
visual inspection, burner arrangement, 
broiler and oven utility, ease of opera- 
tion, location of valves, controls, etc., 
objectionable features. 

Certainty: Controllability of heat. 
Heat distribution charts for ovens 
and top units. Determination of tem- 
perature control accuracy. 


Time Releasing: Automatic fea- 
tures, clock, minute minder and light- 
ers. 


Coolness: Surface, utensil compart- 
ment and floor temperatures. 


Cleanliness: Ease of cleaning en- 
tire range. 

Fastness: Water boiling tests. Pre- 
heating time for oven and broiler. 


Economy: Comparative cost studies. 


In addition to the above data, the 
home service department should con- 
duct comparative cooking tests re- 
porting on the same seven points. 

To date, laboratories have not been 
used to the fullest extent for the 
benefit of the sales departments. 
What has been done, however, proves 
conclusively that the utility gas ap- 
pliance testing laboratory has a defi- 
nite place in “sales education and 
training. 
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TO BE CERTAIN OF CLAMP RELIABILITY! 
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Chart “A” shows that 
a contemporary make 
of clamp under test 
had a hidden weakness, 
revealed by the Dresser 
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Chart “B” shows that 
the Dresser Style 60 
Clamp under test had 
no hidden weaknesses— 
since the lowest gaskex- 


' Sealometer, pictured pressure point was way 
above, This ‘weak spot” up to 550 pounds per 
had a gasket pressure of sq. in. Style 60 design 
| only 10 pounds per sq. is backed by Sealometer 
| 7 in. And the “high spot” tests! 
| was only 275 pounds. 
q 


The first chart (“A”) above shows how easy it is to be 


| fooled by a bell-joint clamp whose design has not had 
| | the benefit of the “searching inquiry” made possible 
by the Dresser Sealometer. ¢ The second chart ("B’) [ie | iii tick 
shows how easy it is to be certain of clamp reliability, SE a= | 
by using clamps designed (as Dresser Style 60's are) é | 
: with full knowledge of gasket pressures. Folder 3612G 
; reveals interesting facts. Send for it. 
; 


DRESSER “372.25 


S$. R. DRESSER MFG. COMPANY, BRADFORD, PA. J» Canada: Dresser Mfg. Company, Ltd., 60 Front St., W., Toronto, Ont. 
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SATISFIED CUSTOMERS 


Your Best Salesmen 


WHETHER IT BE GALLUSES 
OR GAS YOUR CUSTOMER'S 
SATISFACTION DETERMINES 
YOUR FUTURE SALES. 


The No. B4-22, shown at right, provides 
more than 2.5 square feet of baking 
hearth area per square foot of floor 
space occupied. In many bakeries, anti- 
quated, oversized and_ uncontrolled 
equipment can be profitably replaced 
with one or more of the many etticient 
Blodgett Ovens. 


BLODGETT BAKE OVENS Stay Sold 


Because They Satisfy the Most Critical Baker 


Blodgett Bake Ovens are models of perfection—the outcome of many Don't Overlook 

years of experience. In them are combined all the features so essential 7 These Features \ 

in the saving of time, money and gas. The new Roaster-Baker has two The Blodgett Oven bakes prac- | 
separate compartments and is made in two sizes. Each compartment tically all kinds of food in the | 
may be used equally well for either baking or roasting. Other features usual quantities and with great 

include heavy insulation and automatic control of temperatures which mareenery, TY & anny. to, teste, i 


easy to operate, well insulated 


represent a saving in fuel. No gas is ever wasted in a Blodgett Oven. il Weal Wasie, notes, labor end 


Baking or roasting at different temperatures can be done at the same nes. By Wiltag's amellletch, the : 
time. This saves the time of the operator who can be using two door and shelf can easily be re- | 
different oven temperatures and bake or roast two entirely different moved making double space avail- 
products at one time; and temperatures can be changed quickly to able for roasting large meats, and 


the economy of operation is sur- 
meet the variety of needs. prisingly low. V4 


MANUFACTURERS OF A COMPLETE LINE OF PORTABLE OVENS FOR BAKING AND 
ROASTING. MAKERS OF QUALITY OVENS FOR NEARLY 90 YEARS. MEMBERS OF A.G. A. 


The G.$. BLODGETT CO., Burlington, Vermont 
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SELLING GAS AND GAS OVENS 
TO BAKERIES IN SYRACUSE 


By WILLIAM C. AGNEW The Syracuse Lighting Company, Inc. 


N expert trout fisherman is an 
A excellent salesman. Whether 
the adept trout fisherman real- 
izes it or not, every catch is a sale, 
and his sales are made because he 
studied his streams, carefully chose 
his pools, and then 
enticed Mr. Trout 
with every lure 
necessary in order 
to land him. 

So it is with 
selling gasto 
bakeries. We don’t 
walk haphazardly 
into an unfamiliar 
bakery and expect 
to land a gas job 
by proclaiming re- 
peatedly that gas 
is best. This business should be pur- 
sued with the same diligence and 
study with which the trout fisherman 
prepares himself. 

As the expert trout fisherman 
studies the streams to learn the most 
likely spots, so have we here in Syra- 
cuse studied the bakery gas market 
to determine what bakeries*or class 
of bakeries will yield the greatest re- 
sults. Market analysis is nothing new. 
A careful survey of the bakery busi- 
ness has shown us where to concen- 
trate our efforts. 

Although some selling has been at- 
tempted at the time of the survey, 
our principal objective has been to 
determine the baker’s equipment, his 
present fuel cost, and other condi- 
tions in favor of or against the use 
of gas. With these facts on hand, we 
can classify all bakers into two groups 
and then proceed to sell them accord- 
ing to their classification. 

These groups are apparent-conver- 
sion jobs and new ovens. We have 
found that steel portable ovens such 
as Middleby-Marshall and Hubbard 
can be converted to gas and operated 
at our rates* for very little more and 
often times less per month than the 
anthracite costt. Bakers who own 
such ovens as these and whose type 
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of work is such that nothing could be 
gained by the installation of a new 
oven, are placed in the “conversion 
job” prospect file. Every oven of this 
type is an excellent gas prospect. 

When ovens, either fired by gas or 
a competitive fuel, are found to be in 
poor condition, or are of such a con- 
struction that they would not lend 
themselves readily to conversion, we 
class them as new oven prospects. 

There is only one exception to the 
above groupings. With our present 
rates, we realize the difficulty of jus- 
tifying gas in heavy brick ovens 
where adequate insulation would be 
prohibitively expensive. Where heavy 
brick ovens are found to be in poor 
condition, we attempt to sell a new 
gas designed oven. If they are in 
good condition, we do not attempt to 
sell gas at this time. After a larger 
number of conversion jobs have been 
secured and are operating at a cost 
about equal to coal, we shall attempt 
to obtain some of the heavier brick 
ovens on gas. Because of the diffi- 
culty and expense of connecting these 
heavy ovens, and the comparatively 
high gas consumption, we believe 
that this business had better be passed 
up now rather than have the suc- 
cess of our present conversion cam- 
paign jeopardized by the high gas 
bills on ovens of this type. 

The survey, then, allows us to di- 
rect our sales efforts. All the pros- 
pects falling in the two groups are 
set up on a spreader sheet showing 
the prospects’ names and the fre- 
quency with which they are to be 
called on, monthly or semi-monthly, 
depending on our judgment of each 
case. On these calls, the advantages 
of gas over coal (that being our com- 
petition here) are impressed on the 
prospect. We have found that local 
bakers are willing to give acceptance 
to the following advantages, many of 


*Syracuse Commercial Gas Rate: First 2% 
therms or less per month for $.50; next 20 therms 
@ $.19; excess @ $.13 per therm. 

tAverage price for large size anthracite in 
Syracuse: $12.50 per ton. 


which have been volunteered by our 
bakery customers themselves: 


1. Easy control of temperature in 
oven. Temperatures respond quickly at 
turn of valve or control. 

2. Automatic temperature control if 
desired. 


3. Best results can always be dupli- 
cated—just the desired bloom on bread, 
ruddy crust on pies, delightful lightness 
and color to cakes—no danger of burn- 
ing or soft centers. 


4. Temperatures can be 
quickly, saving time and fuel. 


5. Heat is kept inside oven doing work 
for the oven operator—not outside tor- 
menting him—a fuel saving. 

6. Gas firing is clean. Food buyers de- 
mand the utmost of cleanliness. 

7. Onen view baking can be done as 
the ovens are pleasing in appearance. 

8. Baking can be time scheduled as a 
definite time and temperature can be 
assured. 

9. Labor is saved; gas tends itself. 

10. Better working conditions are 
experienced. 

11. Heat is turned off when baking is 
completed, another fuel saving. 

12. Oven maintenance greatly reduced. 
No grates to buy, bricks to replace, ete. 

13. No oven cleaning required. Gas 
is absolutely clean. 

14. More space is available for pro- 
duction—no storage bin required for 
fuel or ashes. 

15. Gas gives more usable baking 
hearth area per square foot of floor 
space occupied by oven. 

16. The quality of goods is improved 
due to ability to control to just the right 
temperature at all times. 

17. Cakes and muffins are larger in 
size as proper temperature allows goods 
to spring to utmost and they are not 
dwarfed by over-heating. 

18. No cripples or spoiled goods due 
to non-uniform temperatures. 

19. Saving due to elimination of 
cripples. 

20. Better product gives satisfied cus- 
tomers and increase in business. 

21. Gas saves time; time is money. 

22. Baker has more leisure time for 
out-of-door recreation, as he does not 
have to tend fire over week-ends. 

23. More time can be devoted to front 
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of shop getting acquainted with cus- 
tomers. This builds good will and more 
customers. 

24. Gas is dependable. 

25. Bakers claim gas is the finest fuel 
at the lowest overall cost. 


The survey group classification and 
call backs are not the most important 
factors in our bakery campaign. The 
most important part is the customer’s 
satisfaction after the job has been 
installed. Bakers in Syracuse, and 
doubtless in other cities, are a very 
close group. Each one knows what 
the other fellow is doing, what im- 
provements he has made, and how 
well satisfied he is with various pieces 
of new equipment. A satisfied baker 
will do a more effective selling job 
in another bakery than will the best 
gas salesman in the country. For this 
reason, and also, naturally, for the 
satisfaction of having done a good 
job, our conversion installations are 
made with the utmost care to assure 
our customers of the finest perform- 
ance at the lowest possible operating 
cost. For the same reason, new gas- 
designed ovens are recommended only 
after their operating efficiency, per- 
formance, and ability to satisfy our 
customers’ requirements have been 
carefully studied. 


Conversion Installations 


Conversion jobs and gas-designed 
jobs form a powerful team in a bakery 
sales campaign. Providing the pros- 
pect’s oven is convertable, the lower 
cost of the installation of conversion 
burners will overcome the objection 
he may have to the higher investment 
in a new oven. A few good conver- 
sion jobs, operating at a cost close to 
that of coal, greatly impresses those 
bakers who have always considered 
gas expensive, thus paving the way 
for future conversions and new oven 
sales. Some of our recent new oven 
sales are directly traceable to the low 
operating cost and fine performance 
of conversions. Is it not logical for 
bakers to conclude that, if a 15- or 20- 
year old coal oven can be fired by 
gas for the same cost as coal, a gas 
designed oven will operate even more 
efficiently. 


The efficiency of a converted coal 
oven depends on how much the vari- 
ous heat losses can be decreased. Oven 
radiation loss, stack loss and loss due 
to excessive over-ventilation of the 
burners should be minimized. 


The loss by radiation is decreased by 
insulation. We have found it desirable 
to insulate the bottom and top of all 
ovens we have converted. Some ovens 
should also be insulated on the side 


walls. By “insulate” I mean add addi- 
tional insulation to that already exist- 
ing, if any. The value of insulation 
was effectively demonstrated on the 
first oven we converted. The propri- 
etor expressed his willingness to pay 
$40.00 per month for gas, whereas his 
coal cost was running $25.00 per 
month for two tons of anthracite. An 
estimate showed that his gas cost 
would be approximately $40.00 per 
month, so the job was installed on 
that basis. However, shortly after its 
installation, his business decreased 
due to his losing one of his three 
trucks, and he advised us that due to 
this condition he could afford to pay 
not more than $30.00. Fill insulation 
spread over the top and bottom of the 
oven to a depth of about 6 inches 
saved this job. Immediately after the 
application of the insulation, his bills 
dropped from $40.00 to around $27.00 
per month. Top and bottom insula- 
tion are saving him about 33 per cent. 
His was a Middleby-Marshall double 
deck oven of 24 pans capacity. All 
conversion jobs sold since the above 
installation are insulated top and bot- 
tom and, if necessary, side walls too. 
Incidentally, if the coal oven is al- 
ready so well insulated that further 
insulation at the time gas is installed 
would gain little or nothing, do not 
expect the gas cost to come as close 
to the coal cost as it would if the in- 
sulation favored gas alone. 


The stack loss is decreased by the 
installation of a draft hood or open 
end tee, and by increasing the heat 
transfer through the oven flues by 
cleaning and reconditioning them thor- 
oughly when the burners are installed. 
A damper gas valve interconnection 
which closes the damper when the gas 
is turned off also mihimizes this loss 
during off periods. 

The loss due to excessive excess 
air is held at a minimum by varying 
the damper opening for various fir- 
ing rates. As mentioned above, the 
damper and the main gas supply are 
interconnected. Originally intended as 
a safety precaution to preclude the 
possibility of lighting the burners 
without first opening the damper, this 
interconnection affords a convenient 
way to set the damper at the most 
efficient points for several predeter- 
mined firing rates. 

All oven conversion jobs are equip- 
ped with a water gage for accurate 
firing. So that the oven will always 
be fired at peak efficiency regardless 
of input, damper positions are deter- 
mined by Orsat analysis for various 
firing rates as indicated by the firing 
gage. By this arrangement, we have 
been able to limit our excess air to 
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25 per cent, even at three to one turn 
down and hold it there throughout 
the firing range. 

In addition to insulation, draft 
hood, and damper interconnection 
which enable us to achieve a high 
efficiency, all such installations are 
equipped with safety pilot control. 
The American Gas Association’s rec- 
ommendations are followed in detail. 

The cost of converting a coal oven 
to gas depends greatly on the make 
and condition of the oven. In our 
experience, the cost for ovens around 
20 or 24 pans capacity having two 
fireboxes ranges from $275.00 to 
$350.00, including insulation. 

The operating cost can be estimated 
quite accurately from the coal con- 
sumption. Where the efficiency can 
be increased by applying additional 
insulation, the gas consumption will 
average around 100 to 120 therms 
per ton of coal used. 


Study of Requirements 


To those prospects who can be in- 
terested in new gas-designed ovens, 
there is a wide variety of styles and 
sizes to be offered. A study of his 
requirements will reveal the oven best 
suited to the baker’s business. Dif- 
ferent types possess different advan- 
tages. Flexibility, the ability to bake 
a variety of goods at different tem- 
peratures at one time, the fuel saving 
and improved results obtained by the 
ability to use only the space required 
by the size of the batch, over-all fuel 
economy, and the ability to use steam, 
are a few of the features of a modern 
indirect-fired gas oven of sectional 
construction that make it especially 
suited to the neighborhood retail 
baker. Saving in labor costs, freedom 
from peeling, consistently uniform 
baking results, and large capacity per 
unit of floor area make the mechan- 
ical type oven the ideal oven for bak- 
ers who desire these features. Bakers 
specializing in hearth goods seem to 
prefer stationary ovens of heavier 
construction, indirectly fired, so that 
they can be readily steamed. 

No matter what type of work your 
baker prospect specializes in, there’s 
a gas-designed oven that will fill his 
requirements better, and at a lesser 
total operating cost than ovens using 
other fuels, if your rates compare 
favorably with those in Syracuse. 

Selling gas in the bakery does not 
end with the oven, and often times 
should not begin there. If rates are of 
the promotional type, it is advisable 
to work first on fried cake friers 
where the fuel cost increase, if any, 

(Continued on Page 58) 


% n * AN a - ci ” 
* ay tat ee ‘a wig 
pacts nae ea isi Bebe” eA A - a2 ‘ 
Rar BSce ‘si ale et SeL 9) salle SO + ivi Maal eal a i 


GAS-September 1937 


“Cheap finishes look pretty 

on the sales floor—but un- 

fortunately they don’t stay 

that way. They’re too soft. The 

beautiful lustre of porcelain 
enamel will never fade or mar under ordinary 
household use. You see—porcelain enamel 
is a mineral substance which has been fused 
or welded right onto its supporting metal at 
the intense heat of 1550 degrees. And it is 
that intense heat that makes porcelain enamel 

the lifetime finish, 

“There is no economy in buying something 
you may be ashamed of in a year or two. And 


PORCELAIN 2 


ENAMEL. 4 


frankly, Madam, we would be violating your 
confidence in us if we recommended anything 
but the very best. That’s why we always recom- 
mend porcelain enamel.” 

Mr. Dealer: Our “‘Sales Manual for Porcelain Enamel” 


is crammed full of selling points for this high-profit 
line. Send for a free copy today. 


EDUCATIONAL BUREAU 
PORCELAIN ENAMEL INSTITUTE, Inc. 


612 North Michigan Avenue 
Chicago 


PORCELAIN ENAMEL 42 
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Discussing a point: C. A. MILLER, regional sales manager, Servel; R. T. STEPHENS, supervisor industrial sales, Pacific Gas and Electric Co.; and 
GEORGE S. JONES, vice-president in charge of sales, Servel. P.C.G.A. Past President H. M. CRAWFORD contemplatively smokes during general ses- 
sions. E. H. ADLER, industrial sales engineer, San Diego Consolidated Gas & Electric Co.; F. U. NAYLOR, manager of gas sales, Pacific Gas and 
Electric Co. Smiling: VIVIAN KIRKPATRICK of San Diego Consolidated, and THELMA DYER of Southern Counties Gas Co. 


Reviewing the Pacific Coast Convention 


most instances the presentation of 
papers was brief because of pre-dis- 
tribution of the data, in mimeograph 
form, from Association headquarters. 
The schedule of meetings and papers, 
as published, was closely adhered to. 


Group Breakfasts 


A very successful innovation was 
the 8:00 a.m. group breakfasts, on 
Wednesday and Thursday. These 
were practically 100 per cent attend- 
ed, served to further acquaint the 
members with each other, and led to 
many profitable informal discussions. 
In the technical group the major 
chairmen for the ending and coming 
year discussed recommendations and 
plans, respectively, and received many 
useful suggestions from the gather- 
ing. It was evident that the incom- 
ing chairmen already have a well 
formulated and effective program. On 
Thursday morning there was also a 
short illustrated presentation, by H. 
G. Laub, Southern California Gas 
Co., of heavy automotive equipment 
developed by his company. 

In the Tuesday and Wednesday af- 
ternoon sessions the “Round table” 
type of meeting was again used ef- 
fectively, the group splitting up into 
sections, in separate rooms, so that 
longer and more intimate or informal 
discussion of any one subject was 
possible. On Thursday afternoon the 
group met as a whole for papers and 
reports of common interest. 

The proceedings were greatly facil- 
itated and assisted by definite assign- 
ment of motion picture and slide pro- 
jection apparatus, and operators, 
wherever needed, through the cour- 


(Continued from Page 21) 


tesy of L. H. Steele, “Properties” 
chairman of the Convention commit- 
tee. Approximately 100 technical 
delegates attended the meetings. 

Under the chairmanship of Bert 
W. Reynolds, manager of dealer sales 
promotion for the Pacific Gas and 
Electric Co., the Advertising and 
Sales Section on Tuesday afternoon 
consisted of two profitable round- 
table discussions. The first of these 
was concerned with domestic sales 
and was conducted by N. O. Fratt of 
the Seattle Gas Co. The _ second 
roundtable, confined to a discussion 
of commercial and industrial sales, 
was led by R. T. Stephens of the Pa- 
cific Gas and Electric Co. This meet- 
ing featured a display and a discus- 
sion on visual commercial cooking 
appliances, the discussion being led 
by Ray Trowbridge of the Seattle 
Gas Co. 

The domestic sales and commercial 
and industrial sales roundtables of 
the Sales and Advertising Section held 
their second meetings on Wednesday 
afternoon with a continued discus- 
sion of pertinent subjects. The home 
service roundtable of this Section 
was also convened on Wednesday af- 
ternoon under the leadership of 
Gladys Price of the Southern Cali- 
fornia Gas Co. 

The Sales and Advertising Section 
came to a grand finale on Thursday 
afternoon in a general meeting under 
Chairman Reynolds. On the program 
were papers dealing with air condi- 
tioning sales opportunities,* the su- 
pervising of commercial and indus- 


*Jared A. Hill, “Gas Air Conditioning,” see 
GAS, August, 1937, page 15. 


trial sales work, home service as an 
advertising media, a review of na- 
tional home service progress, and a 
discussion of gas cookery and adver- 
tising. 

The Accounting Section under 
Chairman J. Q. Ewing of the South- 
ern California Gas Co. held two meet- 
ings. The first, held on Tuesday 
afternoon, featured a discussion on 
current problems in general account- 
ing; the second, held on Wednesday 
afternoon, brought out a discussion 
of timely problems in customers’ 
bookkeeping. 


Manufacturers’ Section 


President Pollard welcomed the 
manufacturers to Seattle as their 
meeting opened on Thursday after- 
noon with W. J. Bailey of the Day 
and Night Water Heater Co., as gen- 
eral chairman. After the address of 
the chairman and a discussion of the 
A. G. A. E. M. and its work, the elec- 
tion of officers was held. Mr. Bailey 
relinquished his two-year chairman- 
ship to C. R. Graham of the James 
Graham Manufacturing Co. R. C. 
Logue of the Ward Heater Co. be- 
came vice-chairman. Two papers were 
presented during the session. F. O. 
Suffron, supervisor of the Pacific 
Coast Branch of the American Gas 
Association Testing Laboratories, - 
gave his paper on “Research on Do- 
mestic Gas Appliances.” Mr. Suf- 
fron’s paper was published in the 
May issue of GAS. 

“Three Men in a Boat,” by A. F. 
Rice, manager of-market develop- 
ment, Southern California Gas Co. 


: G AS-September 1937 39 


COOKS HER FOOD 


ce | 


HEATS HER ROOMS 


MODEL 
3245 CT 


ONLY WEDGEWOOD HAS ALL THESE FEATURES: 


* NEW EXTRA-LOW-TEMPERATURE OVEN 


prhieiete 5 


| * SPEED-PLUS-SIMMER BURNERS 


| * ROTOR-DISC ASTOGRIL BROILER 


* PORCELAIN LINED, INSIDE AND OUT 


Cross-Section of | 


the Built-in Heat | 
AND A BUILT-IN GAS CIRCULATING HEATER rs ae 

Heating unit formed from 
* AUTOMATIC LIGHTER — sone behigs We 
etter conductivity, more | 

heat. Does not increase 

* ONE-PIECE ALL-STEEL CONSTRUCTION ee ae 
B. T. U. | 
ee, T2E moneneyeas nance 
} MAKES FRIENDS FOR GAS/| 

F JAMES GRAHAM MANUFACTURING CO. °® SAN FRANCISCO, LOS ANGELES, NEWARK, PORTLAND | : 


ON part odor 


Sheed 


Moan hatee 


Se eee 


40 


brought the session to a close. Mr. 
Rice’s paper caused considerable 
comment and was the subject of much 
subsequent discussion which was led 
by Herman Russell, A. G. A. presi- 
dent. Mr. Rice’s paper is published 
on page 16 of this issue of GAS. 


Women’s Committee 


Under the leadership of Doris 
Allen, chairman, the Women’s Com- 
mittee held its meeting on Thursday 
afternoon. The Northern Lights as 
viewed from Seattle, Spokane, and 
Tacoma as described by Misses Loret- 
ta Crowley, Molly McCormack, and 
Dorothy Ollar of the above cities re- 
spectively, proved of unusual interest, 
particularly to the southern visitors. 
Other papers on public relations and 
sales topics were presented by Vivian 
Kirkpatrick, San Diego Consolidated 
Gas and Electric Co.; Zita O’Connor, 
Pacific Gas and Electric Co.; Marie 
Haiele, San Joaquin Light and Power 
Corp.; and Cleora Cole, Southern 
Counties Gas Co. 


Throughout the three-day meeting 
were interspersed group breakfasts 
and luncheons. The breakfasts which 
were divided into three divisions— 
Accounting; Home Service and Sales; 
and Technical were attended to ca- 
pacity each morning, and were fol- 
lowed by the informal interchange of 
many ideas. Prominent speakers were 
presented at each of the group lunch- 
eons, which were attended by all dele- 
gates. The Wednesday luncheon was 
featured by Professor J. K. Hall of 
the University of Washington who 
gave “A Few Observations of the 
Manufacturec Gas Industry.” W. 
Walter Williams, prominent Seattle 
mortgage banker and a director of 
the Seattle Gas Co., was the guest 
speaker at the Thursday luncheon. 
His topic, “Soft Shoulders,” pre- 
sented an outline of the dangers of 
slipping off the beaten road of time- 
tried economic law onto the “soft 
shoulders” of experimentation and 
extravagance. 


Grand climax of the Convention 
was the Annual Banquet held in the 
Spanish Ball Room of the Olympic 
Hotel. In attendance at the banquet 
and honored by the assembled dele- 
gates were past presidents of the Pa- 
cific Coast Gas Association: H. M. 
Crawford, William Moeller, Jr., H. R. 
Basford, Addison B. Day, C. B. Bab- 
cock, E. L. Hall, W. M. Kapus, L. M. 
Klauber, and F. S. Wade. 

It was the decision of the Awards 
Committee under the chairmanship 
of R. S. Fuller of the Pacific Gas and 
Electric Co. that the Technical Sec- 


tion should again receive the Basford 
Trophy which is annually presented 
to the Section having the most suc- 
cessful year. Otto Goldkamp, chair- 
man of the Technical Section, accept- 
ed the award. The Women’s Year- 
book Contest was won by the San 
Diego Consolidated Gas and Electric 
Co., with Vivian Kirkpatrick as chair- 
man. The second prize went to the 
Southern California Gas Co. with 
Helen French as chairman. No gold 
medal or honorable mention awards 
were made. 


On the Convention program the 
women delegates were not neglected. 
Each day of the convention an en- 
tertaining event was planned especial- 
ly for them. On Tuesday afternoon 
many attended the tea and reception 
held in the Palm Court of the Olym- 
pic Hotel. At this and at the other 
women’s social events Mrs. James F. 
Pollard and Mrs. T. E. Roach acted 
as hostesses. On Wednesday morn- 
ing an enjoyable and, to some, highly 
amusing putting contest was held at 
the Inglewood Country club. This 
atnletic event was followed by a 
sight-seeing tour of Seattle. Thurs- 
day’s event for the ladies was a lunch- 
eon and bridge at the Seattle Golf 
Club. 


Entertainment 


The tightly-scheduled convention 
program was well broken up with en- 
tertainment activities. Practically 
the entire delegation taxied to the 
docks on Wednesday evening there to 
board a Puget Sound ferry for a 
smooth and pleasant cruise about the 
Sound, through the locks, and to Lake 
Union. The cruise which included a 
picnic lunch and moonlight dancing 
was interrupted by a stop at a lodge 
in a secluded and wooded nook, where 
a streamlined version of “Romeo and 
Juliet” was staged by the employees 
of the Seattle Gas Co. 

The Convention golf tournament, 
scheduled for Friday morning and 
afternoon at the Inglewood Country 
Club, did not entice a large turn out 
due to the desire of many golf-play- 
ing delegates to catch the early after- 
noon train. However, the tournament 
was efficiently handled, and much 
credit is due Chairman R. W. Cob- 
lentz of the golf committee. C. J. 
Melrose of the Spokane Gas and Fuel 
Co. won the Babcock, Peterson, Bas- 
ford trophy, while Allan Granstrom 
won the cup offered by GAS with a 
low gross of 75. 

Several more enterprising delegates 
took advantage of the good salmon 
fishing in Elliot Bay on the Puget 
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Sound and arose before day break 
to try their skill. The odor of freshly 
caught fish was not pungently preva- 
lent around the Olympic Hotel, though 
photographic evidence proved that 
delegates Herman Russell, F. O. Suf- 
fron, Homer Mead, and Al Guenther, 
and several others did not lose their 
sleep in vain. 

Quite a number also took advantage 
of the special trip to Mount Rainier, 
leaving the hotel early Friday morn- 
ing for the 220 mile tour. Trans- 
portation arrangements conveniently 
allowed many of the delegates mak- 
ing this trip to catch the early after- 
noon train south at Tacoma. 


In closing this account of the 44th 
Annual Convention of the Pacific 
Coast Gas Association it is only fair 
that the final round of applause go to 
the men whose untiring efforts made 
the convention a success—the Con- 
vention committee. To Thomas E. 
Roach, general chairman, and to all 
the capable men serving on subcom- 
mittees the convention offered its ap- 
preciation at the Annual Banquet. 
Sub-chairmen of the Convention com- 
mittee were E. J. Ludeman, entertain- 
ment; Wilson Gaw, banquet; L. H. 
Steele, attendance and_ reception; 
Chauncey Smith, hotel accommoda- 
tion; Hyrum Crofts, registration; 
Frank Cadman, editor-in-chief of the 
convention newspaper; L. H. Steele, 
properties; Warren E. Kraft, pub- 
licity; R. W. Coblentz, golf; L. S. 
Davis, transportation. Assisting the 
hostesses, Mrs. James F.. Pollard and 
Mrs. T. E. Roach were Mesdames 
Frank Merris, Frank Hawks, E. J. 
Ludeman, G. R. Horning, P. R. Dun- 
bar, and [D.. M. Faulkner. 


Boston Consolidated Elects 
Farnsworth President 


E, M. Farnsworth, who has been vice- 
president and general manager of Bos- 
ton Consolidated Gas Co. since 1934, has 
been elected president to succeed Dana 
D. Barnum, who has resigned to devote 
his time to consultation for Boston Con- 
solidated Gas Co. and other gas compa- 
nies. Mr. Barnum has been president 
since 1917. He is a past president of 
the American Gas Association and now 
— the American Standards Associa- 
ion. 

Mr. Farnsworth is also president of 
Old Colony Gas Co., which he joined in 
1911 as a graduate engineer. 


zE f 
Dingwell Made Vice-President 


James D. Dingwell, Jr. has been named 
assistant vice-president in charge of per- 
sonnel relations, Washington Gas Light 
Co., Washington, D. C. For several years 
he has been assistant general sales man- 
ager, and, in all, has had 13 years of 
experience in the public utility field. 
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economical assembly. . . its 


durability permanently solves your venting problems 


HERE’S no questioning the fact that 

simple, quick installation is ex- 
tremely desirable in a flue pipe. And 
when the same pipe provides perman- 
ence, you have a material that answers 
every venting problem! 

Because it embodies both these fea- 
tures ... J-M Transite Flue Pipe is being 
installed on more and more gas-heating 
systems every year. Available in both 
round and oval form, in various capac- 
ities, Transite comes in a complete line 
of sizes. Hence you economize on in- 
stallation because assembly is rapidly 
.. . easily accomplished. 


Permanence is assured by Transite’s 


asbestos-cement composition. Inherently 
resistant to corrosive fumes . . . abso- 
lutely weatherproof. . .it is an important 
safeguard to the lasting convenience of 
heating by gas. And the resulting years 
of virtually maintenance-free service 
will help assure complete customer sat- 
isfaction with gas-heating dependability 


In addition, Transite, with its rela- 
tively low heat conductivity, maintains 
stack temperatures at a higher level for 
longer distances . . . cuts down on flue 
condensation. It is exceptionally resist- 
ant to high temperatures and approved 
by the National Board of Fire Under- 
writers. And cost, considering all the 


SINDOORS OR OUTDOORS, 
Transite Flue Pipe assures the same 
continued trouble-free service. Its 
remarkable resistance to corrosion 
and immunity to weather, make it 
the permanent, economical solu- gee: 
tion to all your venting problems. :. ae ee 


advantages of this durable flue pipe, is 
surprisingly low! 


Send coupon for new free manual 


Here is J-M’s comprehensive 20-page manual. 
It tells how Transite Fiue Pipe solves venting 
problems permanently 
and inexpensively. 
Contains detailed 
drawingsonevery type 
of installation, and 
complete tables on 
sizes, weights and 
other details. Also, 
you'll find informa- 
tion regarding in- 
stallation methods 
and data on the 
use of Transite 
for chimney 
linings. 


Mw Johns-Manville 


TRANSITE FLUE PIPE 


JOHNS-MANVILLE, 22 East 40th Street, New York City. 
Send me your new 20-page manual on Transite Flue Pipe. 
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Close up view of the three 60-kw. Lycoming natural gas engine generating units with 

switchboards at back which furnish all light and power for the gas industries exhibit 

at the Greater Texas and Pan American Exposition. The two units at the right were 
operating as this time exposure was made. 


Gas Engines Power Industry's 


INE natural gas engines are be- 
ing used to furnish power to op- 
erate air conditioning equipment and 
generate electricity for the gas indus- 
try’s exhibit at the Greater Texas and 
Pan American Exposition in Dallas, 
Texas. Yet so silently do the engines 
perform their work that in the Lone 
Star Gas Co.’s auditorium adjoining 
the model engine room a cooking dem- 
onstration is held daily, undisturbed 
by sound from the engines, although 
at one end of the auditorium a large 
plate glass window affords a view into 
the engine room immediately beyond. 
- Occupying an entire wing of the 
Varied Industries Building, the gas 
industry exhibit covers a floor area of 
18,970 sq. ft., and features gas appli- 
ances for cooking, water heating, gen- 
eral heating, refrigerating, air con- 
ditioning and general industrial uses. 
Cooperating with the Lone Star Gas 
Co. in sponsoring the exhibit are lead- 
ing manufacturers of gas equipment 
with displays of their own products. 
These include Servel, Inc. with a dis- 
play of Electrolux refrigerators, and 
the Pittsburgh Equitable Meter Co.’s 
gas meter exhibit. 
Water heaters are displayed by 
Ruud Manufacturing Co., Hot Stream 


Exhibit at Texas Exposition 


Heater Co., Cleveland Heater Co., 
Pittsburgh Water Heater Co., John 
Wood Manufacturing Co., General 
Water Heater Co., and the Bastian 
Morley Co. 

Heating equipment manufacturers 
include Payne Furnace and Supply 
Co., General Gas Light Co., Clow 
Gasteam Radiator Co., Ward Heater 
Co., Ohio Foundry Co., Surface Com- 
bustion Co., Adams Manufacturing 
Co., and the Bryant Heater Co. 

Range manufacturers include the 
Detroit-Michigan Stove Co., Cribben 


and Sexton Co., Estate Stove Co., Tap-— 


pan Manufacturing Co. and the Amer- 
ican Stove Co. A display of Cham- 
bers gas ranges is featured by Gras- 
inger-Kendall, Inc., Dallas and Hous- 
ton gas appliance dealers, in conjunc- 
tion with the exhibit of the Payne 
Furnace and Supply Co. 

Striking feature of the exhibit is 
the model engine room, which may be 
seen through the window in the audi- 
torium or through two other large 
windows in the corridor connecting 
the auditorium with the manufactur- 
er’s section of the exhibit. 

Three No. DG60 Dual Lycoming 
gas engine units supply a total of 180 
kw. generating capacity to take care 
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of electrical requirements of the 
building, which include 123 kw. light- 
ing load and 33 kw. of small motor 
load supplying the fan and coil units 
and evaporative condensers. 

Three AG-8-50 Lycoming engines 
were installed to furnish power for 
the 120-ton capacity air conditioning 
equipment. The air conditioning equip- 
ment consists of three No. 7G8 Car- 
rier compressors, three No. 9Q9 Car- 
rier evaporative condensers for Freon 
cooling, three No. 39Q9 Carrier 
Weathermaker fan and coil units and 
three No. 39Q7 Carrier Weather- 
maker fan and coil units. 


Cooling System 


Three of the fan and coil units, 
mounted on a platform above the 
stage of the cooking school, handle 
the cooling requirements of the audi- 
torium while the cooling of the small 
auditorium and the exhibit display 
booths is accomplished by three fan 
and coil units above the main corri- 
dor. A complete system of air ducts 
and registers was installed to care 
for the circulation of conditioned air. 

The Freon piping to the six fan and 
coil units was carried overhead above 
the engine room with a pressure and 
suction line to each compressor down 
through the ceiling. Each overhead 
unit was connected to the sewer sys- 
tem for the removal of condensation 
from the cooling coil. By-pass damp- 
ers on the fan and coil units were con- 
trolled by three thermostats. 

The speed of the gas engines oper- 
ating the compressors is controlled by 
the suction pressure of the Freon com- 
pressors in such a manner as to per- 
mit use of the engines on a continu- 
ous cooling cycle, varying the output 
of power to the compressors in direct 
proportion to the amount of cooling 
required at any particular time. The 
engines are belt connected to the com- 
pressors with a normal operating 
speed of between 900-1350 r. p.m. 
Compressor speeds vary between 350 
to 500 r. p. m. Normal operation of 
the Freon system is 35 lbs. suction 
pressure and 120 lbs. head pressure. 

Daily feature at the exhibit is a 
free cooking demonstration conducted 
by Albertine Berry, home economist 
for the Lone Star.Gas System, on the 
stage of the gas company’s auditorium 
which has a seating capacity of 300. 

e & 


Senate Committee O. K.’s Bill 


The Lea bill to regulate natural gas 
companies engaged in interstate com- 
merce was reported favorably early in 
August by the Interstate Commerce 
Committee of the U. §S. Senate. The 
House had previously passed the bill 
unanimously. 
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The HUMPHREY GAS UNIT HEATE 


Only the Humphrey Gas Unit Heater—the first in the field and with 10 years of manufacturing exper- 
ience behind it—has ALL of these features. Send for the new Catalog and Merchandising Portfolio. 
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ROPER 


GAS RANGES 


Ronen Leads Again With 
New Promotion Material 


Start “Smilin Thru” to more gas range sales with this 
dynamic new “Smilin Thru” campaign. Newspaper ads, 
folders, broadsides, display, and other attractive ma- 
terial, available for your use locally, tie up with national 
magazine advertising. 

This campaign, publicizing Roper's superior complete 
cooking service, will bring you extra profits. If you have 
already received this campaign plan, put it to work. 
If not, write for the complete plan today. 
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Texas Companies Begin to 
Use Malodrant in Gas 


DORIZATION of natural gas sold 

for private and commercial use was 
ordered by the Texas Public Service Com- 
mission on July 27 and rules promul- 
gated for the process. No specific malo- 
dorant agent was specified by the Com- 
mission, but, when introduced into nat- 
ural gas, the malodorant must be of such 
distinctive odor as to indicate the pres- 
ence of gas in concentrations not greater 
than 1 per cent by volume. In liquefied 
petroleum gas it must indicate the pres- 
ence of gas in concentrations not greater 
than one-half of one per cent by volume. 


The order directs that the malodorant 
shall be harmless and neither toxic nor 
nauseating, shall be non-corrosive to 
steel, iron, brass, bronze, or leather, and 
insoluble in water. 


Lone Star Gas Co., which serves 300 
communities, began odorization on July 
26 at Gordon. The next day it introduced 
the odorant at Trinidad and continued 
quickly throughout the system, with the 
entire project scheduled to be completed 
in less than a month. The odorant was 
injected into the pipes at Chillicothe, 
Fox, and Hollis, Oklahoma and at a 
number of intermediate pipe line points. 


Interstate Natural Gas Co. 
Builds 25-Mile 20-inch Line 


Construction of approximately 25 miles 
of 20-inch seamless pipe for Interstate 
Natural Gas Co., Monroe, La., will be 
completed about October 1 by Latex 
Construction Co. of Houston, Tex. The 
line will run to Baton Rouge from the 
Monroe field in northeast Louisiana. 
Work was started about August 1. 

The line is in three sections, each ap- 
proximately 8 miles long, the loops be- 
ing between Ferriday and the Mississippi 
River, between Wisner and Gilbert, and 
between Alto and Mangham, all in 
Louisiana. 

The pipe is welded in approximately 
80-foot joints with Dresser couplings. It 
is given two coats of enamel and 
wrapped with asbestos felt. It is also 
bonded for cathodic protection. 
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Brown Engineering Director 
for Connecticut Power 


Cecil W. Brown has been appointed 
director of engineering for the Connecti- 
cut Power Co., in charge of all divisions. 
He has been acting chief engineer and 
manager of the New London division for 
eight years. He has been with the com- 
pany since 1934. 


Mr. Brown is succeeded by two men: 
Samuel Ferguson, Jr., formerly assist- 
ant treasurer, located in the Housatonic 
division at Canaan, who has been named 
manager of the New London division; 
and John J. Dowling, formerly assistant 
to the manager at New London, who 
has been named operating manager of 
the New London division. 


Doyle Is District Manager 


B. Leo Doyle, who has been with the 
Philadelphia Gas Works Co., Philadel- 
phia, Pa., since 1906, has been appointed 
= of the West Philadelphia dis- 
rict. 
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F. J.Schafer and F.C. Ingram, Southern 
California Gas Executives, Retire 


REDERICK J. SCHAFER, vice- 

president of Southern California 
Gas Co., Los Angeles, and one of the 
oldest members of the gas industry in 
point of continuous service in the 
southern part of the state, will be 
among the 14 men who retire on Sep- 
tember 1 under Southern California 
Gas Co.’s pension plan. On the day 
of his retirement, Mr. Schafer will 
have completed 30 years and eight 
months in the service of the Southern 
California Gas Co. and more than 42 
years in the service of the gas in- 
dustry. 


He began his career in 1895 as a 
yard man for the Los Angeles Light- 
ing Co., predecessor of the Los An- 
geles Gas and Electric Corp. In 1904, 
he was made superintendent of the 
gas works. In 1906 he became assist- 
ant superintendent in the gas depart- 
ment of the Southern California Edi- 
son Co. 

With the organization of the City 
Gas Co. in 1907, Mr. Schafer accepted 
the position of assistant superintend- 
ent of gas distribution and genera- 
tion. This company eventually became 
the Southern California Gas Co., and 
in 1912 Mr. Schafer became general 
superintendent. Later, he became as- 
sistant general manager, then general 
manager, and finally, in 1930, he was 
made vice-president in charge of man- 
ufacturing, distribution, and _ sales, 
which position he relinquishes on his 
retirement. 

It was under Mr. Schafer’s super- 
vision that the first natural gas was 
brought to Los Angeles in 1913 and 
mixed with manufactured gas for sale 
to Los Angeles consumers. The meth- 
od of mixing natural gas with manu- 
factured gas, and later of “reform- 
ing” natural gas—introduced in 1918 
—were both perfected by Mr. Schafer. 


- In 1926 Mr. Schafer served as pres- 
ident of the Pacific Coast Gas Asso- 
ciation. For a number of years he 
has been a member of the Rate Struc- 
ture Committee of the American Gas 
Association. Prior to 1920 he served 
as president of the National Associa- 
tion of Power Engineers, and he is 
also a member of the American Soci- 
ety of Engineers. 

Retiring with Mr. Schafer is F. C. 
Ingram, another Southern California 
Gas Co. executive whose service rec- 
ord dates from the beginning of the 
company. Mr. Ingram is a former 
general superintendent of the custom- 


F. J. SCHAFER F. C. INGRAM 


ers’ department, and present assist- 
ant manager of the customers’ depart- 
ment of the consolidated company. He 
entered the employ of the City Gas 
Co. in 1908. 

Other men retiring are J. P. Wells, 
William F. Bunnell, Herbert H. Brown, 
George L. Lear, John W. Whalen, Al- 
meda Hulsman, J. Royal Lemon, John 
Keenan, Martin Donlan, Fred Benson, 
Charles W. Graves, and Louis Rein- 


ertsen. 
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Stock Issue Authorized For 
Illinois Merger Plan 


Commonwealth Edison Co., Chicago, 
Ill., has been authorized by the Illinois 
Commerce Commission to issue addi- 
tional stock in order to acquire common 
and preferred stock of the Public Serv- 
ice Co. of Northern Illinois that is now 
outstanding. This is a preliminary step 
in the plan proposed for financial and 
corporate union of Public Service, West- 
ern United Gas and Electric Co., and 
Illinois Northern Utilities Co. with Com- 
monwealth Edison. 

The merger program does not call for 
unification of the physical properties or 
operating organizations of the compa- 
nies. 

The entire plan is pending before the 
Securities and Exchange Commission. 
Authorization of the stock issue by the 
Illinois Commerce Commission was re- 
quired before action could be taken by 
the Exchange Commission. 

| ae 


C. H. Hodges, Vice-President of 
American Radiator, Dies 


Charles Henry Hodges, first vice-presi- 
dent and member of the executive com- 
mittee of American Radiator Co., died on 
August 7 in the Massachusetts General 
Hospital in Boston. He was 77 years old. 

Mr. Hodges was a pioneer in the de- 
velopment and manufacture of cast iron 
sectional radiators, and was a member 
of the executive committee and a director 
of American Radiator Co. from the time 
of its organization in 1891 until his 
death. He was also treasurer of the 
company until 1905 when he retired 
from active service for several years be- 
cause of ill health. 
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The American Gas Association Testing Laboratories at Cleveland, Ohio. 


Revised Appliance Standards 
Effective January 1, 1938 


HE American Gas Association 

Requirements Committee, at its 
recent meeting, adopted revised stand- 
ards for domestic gas ranges, hotel 
and restaurant ranges, water heaters, 
draft hoods and semi-rigid tubing and 
fittings. These re- 
visions are to be- 
come effective on 
January 1, 1938. 

Revised stand- 
ards for domestic 
gas ranges elim- 
inate the need for 
definite rating of 
ovens for use with 
city gases, and per- 
mit any rating pro- 
vided the oven 
meets satisfactory 
performance requirements. A similar 
standard for ranges used with pro- 
pane gas has been in effect for about 
a year. A new standard on oven pre- 
heating inputs and maintaining rates 
was also adopted. 

Top section thermal efficiency re- 
quirements for domestic ranges have 
been increased for both natural and 
manufactured city gases, and for pro- 
pane. 

Revisions also place limitations on 
pilot lighter consumption and on the 
use of aluminum tubing where it is 
in contact with insulating materials 
possessing other than a neutral re- 
action. 

The requirements for hotel and. res- 
taurant ranges have been correlated 
with applicable provisions of the do- 
mestic gas range standards, and with 
the listing requirements for various 
accessories. New requirements for 
the efficiency of open top ranges in 
this class were established, both for 
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ranges used with city gas and for 
those used with propane. The out- 
standing change in hotel and restau- 
rant range requirements was the addi- 
tion of standards for such ranges for 
use with propane gas and butane-air 
gas. 

Revisions of water heater standards 
cover largely the automatic heaters. 
An added requirement for low recov- 
ery units calls for satisfactory com- 
bustion with draft hoods removed and 
plate placed over the flue outlet, to 
cover the contingency arising from 
frequent installation of water heaters 
in kitchen and living quarters in this 
manner. 

All water heaters for use with gases 
having a specific gravity greater than 
1.0 must be equipped with a device 
which automatically shuts off the gas 
supply to all main burners and pilots 
in case the means of ignition becomes 
ineffective. 

All heaters must carry detailed in- 
structions for lighting to insure safe 
lighting of pilot and main burners. If 
temperature relief valves are provid- 
ed, they must function at a lower 
temperature than formerly required. 

Performance requirements for draft 
hoods have been entirely revised. Pre- 
vious requirements were based upon 
the pressure drop through the hood 
when preheated air was passed 
through it at a definite temperature 
and velocity. The revisions provide 
two sets of performance require- 
ments—one set governing draft 
hoods for use with converted central 
heating equipment, and a second set 
on draft hoods for use with gas 
water heaters and with gas converted 
water heating equipment. 

Tests required on draft hoods are 
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identical with the draft hood tests 
specified in most of the gas appliance 
standards. A listed gas conversion 
burner installed in a standard steam 
boiler is used for testing draft hoods 
for use with converted central heat- 
ing equipment; a standard circulat- 
ing tank water heater is used for 
testing draft hoods for use with gas 
water heaters and gas converted 
water heating equipment. This 
change enables manufacturers to du- 
plicate requirements tests in their 
own factories, whereas, the special 
equipment required heretofore made 
testing in their own plants impracti- 
cable. 


The exhibit of a horizontal draft 
hood in the previous standards has 
been replaced with a new type hori- 
zontal draft hood recently developed 
at the American Gas_ Association 
Testing Laboratories which shows 
better operating characteristics than 
the old type horizontal hood. 


Exhibits of fittings for semi-rigid 
tubing have been revised to conform 
with the 1937 specifications of the 
Society of Automotive Engineers. 
Specifications for tubing dimensions 
have also been altered to permit 
manufacturing tolerances in tubing 
wall thickness. Revised endurance 
tests on semi-rigid tubing were 
adopted to give more specific test 
procedures and to provide tests which 
would be more consistent with the 
conditions under which semi-rigid 
tubing is used in the field. 


Mimeographed copies of the re- 
vised standards have been distributed 
to all interested manufacturers. 
Printed forms are obtainable from 
the American Gas Association Test- 
ing Laboratories, 1032 East 62nd 
Street, Cleveland, Ohio, following 
their adoption as American Standard. 

* e 


Gas Service Co. Buys Lines 
At Pawhuska, Barnsdall 


The Gas Service Co., Kansas City, 
Mo., has purchased the gas distribution 
properties at Pawhuska and Barnsdall, 
Okla., from American Pipe Line Co. 
Change of operation became effective 
July 1. 

A. F. Potter, general manager of The 
Gas Service Co. at Bartlesville, Okla., 
will have general supervision of the 
management of the systems. 

Both American Pipe Line Co. and The 
Gas Service Co. are subsidiaries of 
Cities Service Co. 

a «© 


Rodessa Area Extends South 


Extending gas production in the Ro- 
dessa field to the southwest, Arkansas- 
Louisiana Gas Co. has brought in a well 
three miles east of Jefferson, Texas, 
which has an estimated daily capacity 
of 50,000,000 cu. ft. of natural gas. 
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SWING-OUT 


BROILER 


NE out of every five of your domestic cus- 

tomers needs a modern kitchen range. Replace 
those obsolete stoves with Magic Chefs and you 
not only protect your profitable cooking market 
against the inroads of competition, but you stim- 
ulate more gas consumption as well. 


For the new Magic Chef—particularly Series 
2700, 3700 and 4700, with the exclusive Swing- 
Out Broiler and High-Speed Oven —is built to 
encourage Mrs. Modern to cook more by en- 
| abling her to cook more easily. 


Because Magic Chef broils and bakes and top- 
cooks so much faster, more efficiently and more 
dependably, it guarantees Mrs. Modern a direct 
fuel saving over other types of ranges. At the same 
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time, as typified by thousands already using this 
new range, Mrs. Modern is so delighted with its 
perfect performance, its convenience and ease of 
operation, that she does more broiling, more bak- 
ing, more cooking of all kinds—with consequently 
greatly increased use of gas. 


Magic Chef can be your best gas salesman. Here 
also, in aggressive presentation of the remarkable 
features of Magic Chef, is the surest way to meet 
victoriously the sweeping, high-powered attack 
of your fast-moving, fast-growing competitor in 


the domestic cooking field. 


Not only that, but the sale of Magic Chef ranges 
affords a highly satisfactory gross margin for 


your Appliance Department. 


AMERICAN STOVE COMPANY 


: BOSTON + NEW YORK «+ ATLANTA 
CHICAGO « ST. LOUIS 


LOOK FOR 
THE RED WHEEL 
WHEN YOU BUY 
A MAGIC CHEF 


AMERICAN STOVE COMPANY 


HIGH-SPEED 


PHILADELPHIA « CLEVELAND 
SAN FRANCISCO « LOS ANGELES 


This comely Wisconsin 
Public Service Corp. 
Miss receives much at- 
tention from three gen- 
tlemen — all named 
Thrifty Van Penny. 


Thrifty Van Penny Becomes 
Popular Trade Character 


NEW man in the gas industry is 

Thrifty Van Penny, trade char- 
acter introduced by Wisconsin Public 
Service Corp., Green Bay, Wis. Al- 
though he has been with the utility 
for only a few months, he has enjoyed 
a meteoric rise to fame in the terri- 
tory it serves, and even far afield, 
according to company advertising 
executives. 


Van Penny owes his position with 
Wisconsin Public Service Corp. to 
Dale Remington, advertising manager, 
who thought him up. According to F. 
J. Hatch, publicity director, Mr. Rem- 
ington wanted a trade character that 
would tie in closely with the gas indus- 
try and suggest economy. Thus 
Thrifty Van Penny came to life. 

He is Dutch, because John Baptist 
van Helmont, credited with the dis- 
covery of gas in 1609, was Dutch. The 
character’s head is a gas holder and 
his body is a penny. 

Van Penny, Mr. Hatch states, made 
his first appearance in Plymouth, Wis., 
one of the smaller towns served by 
the company. There he acted as a 
third person and carried on an edi- 
torial advertising campaign for Public 
Service. After a few weeks the resi- 
dents of the town were calling the 
company’s service man Thrifty Van 
Penny and the cashier in the local 
office Mrs. Van Penny. 

This led to the adoption of Thrifty 
Van Penny in the company’s advertis- 


ing program throughout the state. By 
now he is used to an even greater 
degree in direct mail, billboard, and 
window display advertising. 

In fact, the Dutchman has become 
so popular that Mr. Remington has 
produced a statuette of Van Penny 
for use in store and window displays. 
It stands three feet high and is bril- 
liant in five colors. 

® * 


Sale of Klamath Natural Gas 
To Republic Is Pending 


Sale of Klamath Natural Gas Co., 
Klamath Falls, Ore., to Republic Electric 
Power Corp., San Francisco, Calif., is 
awaiting decision of the Securities and 
Exchange Commission upon Republic’s 
application to purchase the common 
stock. 

peo tage to J. A. Ward, president of 
Republic Electric Power Corp., the com- 
pany may, if the sale is authorized, make 
application to the Utilities Commission 
of Orgeon for permission to merge the 
Klamath Natural Gas Co. with Southern 
Oregon Gas Corp., Medford, another Re- 
public property, in order to simplify the 
corporate structures and achieve ef- 
ficiencies in management and operation. 


= «= 
Amere Co. To Extend Line 


Amere Gas Utilities Co., Beckley, W. 
Va., has been authorized by the West 
Virginia Public Service Commission to 
build a line to serve the — rural 
community of Crab Orchard and vicin- 
ity. This will be a 2-inch, medium pres- 
sure line, according to W. M. Reeser, 
district manager. 
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Coast Counties Constructing 
60,000 Feet of Mains 


ONSTRUCTION of 60,000 feet 

of transmission main is now un- 
der way by the Coast Counties Gas 
and Electric Co. for the extension of 
its natural gas service in Contra 
Costa County to include a rapidly de- 
veloping area in the vicinity of Wal- 
nut Creek, Lafayette, and Orinda, 
according to H. W. Edmund, sales 
manager. 

The new line will vary in size from 
4” to 2”. It will extend from the pres- 
ent termination at Walnut Creek on 
to Lafayette, around the lower 
Happy Valley Road, back on the upper 
Happy Valley Road, through a por- 
tion of the Orinda Tract, and past the 
junction of the new Tunnel Road on 
toward Moraga, as far as new build- 
ing construction warrants. 

J. P. McCall, gas superintendent in 
the Northern Division of the Coast 
Counties Gas and Electric Co., is in 
charge. Work will probably be com- 
pleted in the early fall. 

Present construction will be in the 
neighborhood of $50,000, and it is an- 
ticipated this figure will be far ex- 
ceeded during the next year, due to 
the expected demands for further ex- 
tension of this service. There will also 
be the construction of distribution 
laterals and services. The cost of 
these latter construction projects are 
not included in the $50,000 figure. 
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C. L. Cadle, Manager of N. Y. 
Associated Properties, Dies 


Charles L. Cadle, president of New 
York State Electric and Gas Co., Ithaca, 
N. Y., died recently in Binghamton. He 
joined the Rochester Gas and Electric 
Corp. in 1923 as consulting engineer, be- 
came assistant general manager in 1924, 
and general manager in 1927. In 1930 he 
was made general manager of all Asso- 
ciated Gas and Electric properties in 
New York state. He continued to hold 
this position until his death. In 1932 he 
was elected president of New York State 
Electric and Gas ee 


Five Michigan Towns Petition 
For Hook-up Line 


The Michigan communities of Durand, 
Corunna, Owosso, Ovid, and St. Johns 
have petitioned the Public Utilities 
Commission to permit construction of a 
pipe line to St. Johns from a point near 
Fowler on the main line of Consumers 
Power Co. The four communities, which 
now have manufactured gas, would con- 
nect to the line at St. Johns. The peti- 
tion estimates that the communities 
would use about 40,000,000 cu. ft. of 
natural gas the first year. 

The Consumers Power Co. line brings 
gas from the Six Lakes field in Michi- 
gan to Lansing. 

Hearing was held on July 23. No 
order has yet been issued. 
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Point by point, Nordhstioms 


Manufactured by extreme precision meth- POINT 1 — QUARTER TURN 

ods in world’s most modern plug valve plant. Quickest to open or close. 
POINT 2 —SIMPLEST DESIGN 

Pressures—W orking pressures up to 5000 Fewest parts. Nothing to clog. 


pounds. POINT 3 —““SEALDPORT” LUBRICATION 
Temperatures— —60° to +600° F. Patented feature provides proper 

lifting of plug by positive pressure. 
POINT 4 —FULL-FLOATING PLUG 


Always easy to turn. Non-freezing. 


POINT 5 —POSITIVE PLUG SEAT 


Plug rides on pressure lubricant seat 
from which it is never separated. 


POINT 6 —NON-STICKING 
Powerful hydraulic force performs 
triple function—lifts plug to turn 
easily; lubricates and seals valve. 
POINT 7 —STREAMLINED FLOW 
Minimum resistance to line flow. 
POINT 8 —=NON-LEAKING 


Sealed by lubricant under pressure; 
prevents external and internal leaks. 


POINT 9 —UNEXPOSED LUBRICANT 


Seald port” lubricant grooves in 
STANDARD TYPE plug and body so arranged that line 

contents cannot blow through when 

lubricant screw is removed. 


POINT 10 —CHECK VALVES 


One or more ball checks in shank. 
POINT 11 —SPECIAL LUBRICANTS 
Highly developed lubricant and 
> plastic materials in every consis- 
tency to meet specific needs for all 


> - ie 
ld variations of temperature and line 


Sizes—!.” to 30”. 


Metals—Special alloys for specific services, 


EMCO-NORDSTROM 
TYPE 


contents. 


POINT 12 —=SPECIAL ALLOYS 
For every service, including iron, 
™ Nordco steel, semi-steel, stainless 
Y steel, bronze, Mercoloy, aluminum, 


oa nickel alloys, etc. 
re Ask for Catalog. 
f é Round Opening 


NORDCO STEEL TYPE 
MERCO NOR thi siadiey VALVE co. HYPRESEAL TYPE 


PITTSBURGH EQUITABLE METER CO. 


Main Offices: Pittsburgh, Pa. Branch Offices: New York City, Buffalo, Phila- 
deiphia, Columbia, Memphis, Atlanta, Chicago, Kansas City, Tulsa, Houston, 
Los Angeles, Oakland. Canadian Representatives and Licensees: Peacock 
Brothers, Ltd., University Tower Bidg., Montreal, Quebec. 


G AS- September 1937 


Start 33-Mile Line to Mankato 
For Changeover After Sale 


ATURAL gas will replace manufac- 

tured gas in Mankato and North 
Mankato, Minn., possibly by November 1, 
following sale of the local distribution 
systems by Northern States Power Co., 
to Richard E. Crawford, who will operate 
under the name of the Mankato Natural 
Gas Co. News of the sale was confirmed 
by Charles F. Stewart, assistant to the 
president of Northern States. 

Thirty-three miles of 8-inch line is 
now being built by Northern Natural 
Gas Co. to carry gas from the company’s 
main line near Owatonna, Minn. to man- 
kato and North Mankato. Construction 
should be completed by the last of Sep- 
tember, according to J. F. Merriam, 
assistant to the president of Northern 
Natural Gas Co. 

The Mankato Natural Gas Co. was as- 
signed the franchise of the Northern 
States Power Co. in Mankato, and ob- 
trained a franchise in North Mankato. 
The new owner took over the property 
on August 18. Mr. Crawford is also 
president of the Minnesota Valley Nat- 
ural Gas Co., which serves St. Peter, 
near Mankato, and several neighboring 
communities. . 


St. Louis May Get 100% 
Natural Gas 


Possibility of 100 per cent natural gas 
for St. Louis, Mo., will be studied dur- 
ing hearings to be opened by the Mis- 
souri Public Service Commission in No- 
vember, as a result of a petition filed 
by the city asking that the Laclede Gas 
Light Co. serve all natural gas instead 
of a combination of natural and manu- 
factured, as at present. 


The hearing was originally scheduled 
for August 4, but has been postponed 
for ninety days, according to Robert E. 
Holliway, secretary of the Commission. 

A valuation of $39,000,000 and a re- 
turn of 6% per cent for the Laclede Gas 
Light Co., a 6 per cent reduction in gas 
rates, and return to gas customers of 
an impounded fund approximating 
$800,000 were recently sanctioned in a 
ruling of the Missouri Supreme Court 
affirming an order of the Missouri Pub- 
lic Service Commission. 
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Extends Service to Lakeville 


Natural gas will be piped into Lake- 
ville, Minn., by Minnesota Northern Na- 
tural Gas Co., according to an announce- 
ment to newspapers by J. P. McDermott, 
district superintendent. The company, 
which serves Rochester, Owatonna, Far- 
mington, and many other communities, 
will extend its line to Lakeville as soon 
as pipe can be received, it is said. The 
new territory will be served through the 
Farmington office. Lakeville has a popu- 
lation of approximately 550. 


= 8 
Texas Cities to Serve College 


The College of Mines in El Paso, 
Texas, will be equipped 100 per cent on 
natural gas fuel service when the Texas 
Cities Gas Co. completes 2500 ft. of 
high pressure line to service the new 
boiler equipment at the college. Without 
the new equipment, natural gas was 
served on the campus only to two 
dormitories and the museum. 
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U.S. Soil Corrosion Conferences This 
Month in Los Angeles and Houston 


EGIONAL soil corrosion confer- 

ences will- be conducted by the 
U. S. Bureau of Standards during 
September in Los Angeles, Calif., and 
Houston, Texas, as preliminaries to 
the fourth national conference which 
will be held under the auspices of the 
Bureau in Washington, D. C., from 
November 15 to 17. 


Dr. K. H. Logan, chief of the under- 
ground corrosion section of the Na- 
tional Bureau of Standards, will 
attend both regional conferences, 
which he has organized to permit 
attendance of corrosion engineers on 
the West Coast and in the Middle 
West who are unable to go to Wash- 
ington. Some of the papers to be pre- 
sented at the eastern conference will 
be given at the regional conferences, 
and Dr. Logan will discuss local prob- 
lems with engineers attending the 
meeting. 

The Los Angeles parallel regional 
conference will be held on September 
14, at 2 p. m. in the building of the 
Southern California Gas Co., 810 


South Flower Street, according to an- 
nouncement by Guy Corfield, research 
engineer, Southern California Gas Co. 
Two papers will be presented by the 
authors, Mr. Corfield states. These are 
“Properties of Asphalts,” by Dr. U. 
B. Bray, Union Oil Co., Wilmington, 
Calif., and “Tests and Specifications 
for Protective Coatings,” by Harry 
Hayes, Bureau of Water Works and 
Supply, City of Los Angeles. 

Other papers prepared for the 
Washington conference will be pre- 
sented in abstract, and general dis- 
cussion will follow. 

W. M. Henderson, superintendent, 
Central Division, Southern California 
Gas Co., is chairman of the Los An- 
geles conference, which will be open 
to anyone interested in the problems 
brought about by soil corrosion. 

The Houston conference will be held 
on September 23. 

Starr Thayer, corrosion engineer, 
United Gas Public Service Co., will 
lead the conference. The program 
has not been announced. 
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Advanced engineer- 
ing and proved design, 
backed by more than 
25 years of pioneering 
in the development 
and maufacture of fine 
precision carburetors 
and fuel regulating 
equipment, give Ensign 
Carburetors their high 
rank in every compar- 
ative demonstration. 


Butane Equipment; 

Gasoline Carburetors 

for Industrial Engines 
and Tractors 


UNTINGTON PARK 


re 
Branches: 


Chicago, 


ENSIGN 


Ww Ensign 


Natural Gas Carburetors afford the 


economy of natural gas fuel plus utmost efficiency 
in the utilization of that fuel through high precision 
metering and control. Built for use on practically 
all types of multiple cylinder stationary engines. 
Bulletin on request. 


ENSIGN CARBURETOR CO., Ltd. 


lilinois: 
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Dallas, Texas 
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SALES SLANTS 


A month by month presentation 


of experiences on the sales front. 


Sell Your Salesmen and 
They Will Sell You 


ERE is a question that is sub- 

ject to debate: Is it better to 
train your men from raw recruits or 
to choose men who got their experi- 
ence in competitive lines? Some sales 
managers feel that former competi- 
tive salesmen never quite lose their 
belief in the superiority of the prod- 
uct they once sold. But here’s a 
sales manager who takes the opposite 
view. His argument follows: 

“T have heard it said that a raw 
recruit is to be preferred to a sales- 
man who got his experience in a com- 
petitive line. This preference is 
based upon the belief that it is more 
difficult to shake a former competitive 
man of his feeling of allegiance to 
the old line—which tends to color his 
belief in the gas appliance line—than 
it is to train a raw recruit. 

“Perhaps there’s merit to this con- 
tention, but I should hate to think 
that I had passed up a chance to save 
myself much preliminary training 
work by turning down a man already 
grounded in selling principles. 

“Belief in a product is important 
and a salesman is never at his best 
until his enthusiasm for what he sells 
is spontaneous. It follows, therefore, 
that if the salesman was successful 
with the competitive line, he believed 
it to be the best appliance the home- 
maker could buy. 

“But I contend that if it is not pos- 
sible to convince an able man of the 
superiority of the gas appliance line 
to the point that his enthusiasm for 
it supersedes the enthusiasm he felt 
for the former line, the fault is not 
with the salesman or the product but 
with our sales story. 

“T have had former competitive 
men on my force who failed. But 
they were failures when they came 
to me. I should look unon it as a 
failure of my own to allow a man 
with a successful record in selling to 


go down in defeat with the gas ap- 
pliance line. 

“It takes a long time to make a 
salesman and endless months of tedi- 
ous training. When a man comes to 
me with those months of initial train- 
ing already behind him and a proved 
record in selling, I consider myself 
fortunate. 

“Tf other sales managers have met 


NE of the first things a sales- 

man needs to learn, said a gas 
appliance salesman of our acquaint- 
ance, is to avoid argument. Some- 
times it is among the last things a 
salesman learns and sometimes he 
never learns it. 

The funny thing is that most sales- 
men will shame you for being so 
elementary as to insist that “to win 
an argument is to lose a sale.” 

“Of course I know enough about 
selling to know that,” he will say, 
hut in spite of a confessed knowledge, 
I’ve seen ’em tumble into that very 
pitfall time after time. 

Whv? It seems to be human na- 
ture for a man to rise up in defense 
of his words whenever the slightest 
question is raised which tends to re- 
fute them. And he will often do this 
without hesitating a moment to con- 
sider the consequences. This seems 
particularly true when a man is tell- 
ing about something which he knows 
from A to Z and which he believes 
with a full measure of enthusiasm 
will do just what he says it will do. 

It is a fault a salesman can slip 
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with sad experience in taking on 
former competitive men, I think some 
of it can be attributed to the sales- 
men’s lack of ability. The mere fact 
that a man has been known as a sales- 
man for a period of years does not 
prove ability. It becomes necessary 
to know the facts concerning his 
past record. If that record is good, 
a clear statement of the facts about 
gas appliances and repeated demon- 
strations of those facts ought to qual- 
ify the salesman for the job ahead. 

“And if your story is not suffi- 
ciently well organized to sell a man 
who wants to be sold, perhaps you 
had better review your sales story 
and plug up its weak points rather 
than throw up your hands in despair 
of bringing former competitive men 
to your way of thinking. 

“We only need remember that our 
competitors have developed a pretty 
good sales story for their men and if 
we fail to sell either a prospect who 
is also considering competitive appli- 
ances or a former competitive sales- 
man who wants to work for us, the 
only answer is that our sales story is 
not as good as that of our competi- 
tors.” 


Even the Best Salesmen 
Will Sometimes Argue 


into so easily that he is not always 
conscious that he has become argu- 
mentative. 

Once I was on the side line as an- 
other salesman was about to sign up 
an Electrolux prospect. Before the 
act was done, however, the prospect 
happened to remark that he didn’t 
think the lack of moving parts made 
such a great difference, since almost 
all automatic refrigerators seemed to 
stand up pretty well. “But you are 
wrong,” was the salesman’s comment 
and he proceeded to prove it, a thing 
he was thoroughly qualified to do be- 
cause of the knowledge he possessed 
on the subject. 

In the light of cold logic, the pros- 
pect’s remark amounted to nothing 
more than a harmless comment 
which, unanswered, probably would 
not have affected the sale either way. 
But in the way it was answered, it 
killed a sale. 

How should the salesman have 
answered? “Perhaps you are right, 
Mr. Prospect, but the lack of moving 
parts is an added advantage you can 
find in no other automatic refrigera- 
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tor and it costs you no more.” With 
that introductory remark, a clear ex- 
planation of just what was meant 
by “added advantage” would have 
cinched it. 

I give that as the right answer be- 
cause another salesman used it later 
on the same prospect to win the sale. 

The salesman who became argu- 
mentative—and lost the sale—is not 
a newcomer to the business. He 
would consider his intelligence offend- 
ed if you were to be so elementary 
as to point out to him the danger of 
argument. 

The point is that a salesman can 
slip into an argumentative manner 
without being conscious of it. And 
the moral is not so much a matter 
of knowing its danger, but of being 
constantly and everlastingly on guard 
to avoid it. 


Novel Drive Sells 561 Units 
For Wisconsin Power & Light 


Exceeding the gas range quota by 108 
units and the gas automatic storage 
water heater quota by 57, Wisconsin 
Power and Light Co. closed its two- 
months’ Speedway Contest with a total 
of 561 units sold in the domestic gas 
division. The campaign was elaborately 
worked out in laps. Prizes totaling $300 
were offered, with extra bonuses for 
extra laps and trophy awards for the 
winners. Drivers, mechanics, and pit 
crews collaborated to keep the various 
colored cars on the track. W. C. Bartels 
is advertising manager. 

A vigorous newspaper campaign was 
carried on during the contest. 


General Atlas’ Carbon Plant 
To Start in October 


General Atlas Carbon Co. will start 
construction, probably in October, of a 
carbon black plant near Guymon, Okla., 
with a capacity of 5,000,000 cu. ft. of 
gas a day, according to Carl J. Wright, 
vice-president. The company, which has 
been operating a plant at Pampa, Texas, 
for nine years, manufactures its product 
under the name of “gastex” and “pel- 
letex.” 

According to Mr. Wright, the plant 
will probably be in operation next spring. 
It will produce from 12,000,000 to 13,- 
000,000 pounds a year. Gas will be 
obtained from a — Carbon Co. 


Gas Service Co. Sells 3601 
Water Heaters in Drive 


Gas Service Co., Kansas City, Mo., sold 
outright 1,142 automatic storage water 
heaters in a campaign conducted during 
April and June. An additional 2,459 
sales were closed from previous rental 
orders, New orders for rentals numbered 
1,131 during the two-months drive. 

Six trips to the American Gas Asso- 
ciation convention were offered as prizes. 
Two men tied for sixth place, and the 
company awarded a seventh trip so that 
both might go. 
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A. G. A. Displays Heavy Duty 
Equipment to Caterers 


The annual get-together of the men 
who are the leading food stylists of this 
country and Canada was held at The 
Bellevue-Stratford, Philadelphia, Pa., 
during the week of August 16. This was 
the convention of the International 
Stewards and Caterers Association and 
was attended by hundreds of men and 
women from practically every state. The 
American Gas Association, through the 
Committee on Displays at National In- 
dustrial Expositions of the Industrial 
Gas Section, sponsored a display of mod- 
ern heavy-duty gas cooking equipment. 


Chief attraction was a pair of heavy- 
duty gas ranges. One was a late 1937 
model and one was made in 1934. Under 
the caption, “Here’s Proof That Modern 
Gas Equipment Will Save You Money,” 
large dial gas meters, one connected to 
each range, showed that the oven of the 
fully insulated 1987 model kept a 
temperature of 450° with about 25 per 
cent less gas than was used by the older, 
uninsulated range. Graphic charts 
showed continuous records of tempera- 
tures both inside and outside each oven. 


On view also were new heavy-duty 
ceramic gas broilers, completely re- 
modeled for more attractive appearance 
and for ease in keeping clean; a gas 
heavy-duty deep fat fryer designed for 
the larger kitchen; and a two-deck gas 
bake oven with individual heat and 
thermostatic temperature control for 
each deck. 


A demonstration featuring the prepar- 


ation and baking of pies was given on 
Monday evening and Wednesday after- 
noon by the Philadelphia Restaurant 
Association, host for the convention. A 
large deck gas oven was used. Monroe 
“Boston” Strause was the chef in charge. 

The American Stove Co.’s new line of 
heavy-duty gas ranges was shown by 
the local dealer, and miscellaneous com- 
mercial gas cooking appliances were 
exhibited and demonstrated by various 
dealers. 

The American Gas Association exhibit 
was conducted with the cooperation and 
help of The Philadelphia Gas Works Co., 
Detroit-Michigan Stove Co., Standard 
Gas Equipment Corp., and The Blodgett 
Oven Co. Harry A. Sutton, chairman of 
the Association’s Industrial Display 
Committee, Frank H. Trembly, Jr., 
assistant general sales manager, The 
Philadelphia Gas Works Co., and Eugene 
D. Milener, secretary, Industrial Gas 
Section, organized the gas exhibit. The 
booth was manned by Charles C. Han- 
thorn, and David M. Barrett of The 
Philadelphia Gas Works Co. 


Dehydration Plant at Pampa 


A dehydration plant will be com- 
pleted about October 1 by Cities Service 
Gas Co., Bartlesville, Okla., at its 
Pampa compressor station. The plant 
will permit operation of the 20-inch 
mainline from Pampa to Wichita at 
higher pressures. 
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By Vance Van Demark 


“He's practising to be a gas appliance salesman when he grows up!” 
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This picture of a WARD FLOOR FURNACE in a display stand in our Los Angeles sales rooms 
illustrates how the furnace hangs beneath the floor, register at floor level being all that is seen 
in the room. Note easily removable center section of register, also copper nipple vent connection 
and WARDS’ exclusive Bilt-In Thermo-Control . . . part of furnace, not a separate accessory. 


ARE YOU OVERLOOKING THESE 
LOAD-BUILDING OUTLETS ? Because the WARD FLOOR FURNACE is 


ie eas a ie built in a sturdy “complete package’ with 
Are you overlooking the possibilities of building load through floor furnace sit aicmienties end tontisls Heit of the fer: 
nace itself, there are no difficult installation 


installations in small, hard to heat commercial establishments? We're : 
problems. Simply drop the WARD into the 


| speaking of such places as the barber shop, the tailor shop, the cigar store. floor opening, connect to gas line and vent 
a ~ ze and it is ready to go to work. An experienced 
: the grocery store, the millinery shop, the one-story office and other estab- ss Giniehs taidadt GMPRREY laa faw hedes. 
lishments of this sort. | 
Here, as well as in homes, WARDS ideally serve the heating need. WARD y 
Here are places where you can build additional load with the easy-to-install, REPRESENTATIVES : 
permanent WARDS. Make a survey of the possibilities in your community NEW YORK— . 
Herbert A. Lovell, 455 Chanin Bldg. 
hro | ti i 
through this huge, profitable market for your product and for ours. PITTSBURGH— 
H. C. Sanderson, 207 Fulton Bldg. 
SALONS CHICAGO— 


J. E. Davies, Peoples Gas Building Ej 
KANSAS CITY— 4 


J. H. Stubbins, 300 E. 68th Terrace i: 
DALLAS— 
A. 8. Kincaid, 2012 N. Harwood Ave. 
SAN FRANCISCO— | 
Robert J. Mullen, 557 Market Street | 


HE APPLIANCE YOU SELL! 
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to you, telling you of their merits. 
Anything that increases your appreciation of the load- 


There are several good floor furnaces. We are glad to 


see that more and more they are beginning to advertise 


building possibilities of floor furnaces generally is bound 
to imcrease your appreciation of WARD FLOOR 
FURNACES. Only in the WARD, produced with all 
the engineering skill and experience of the oldest and 


largest manufacturer of floor furnaces in the world, do 
you gain so many advantages of superiority in design, 


materials. workmanship and operating performance. 


Check the following list of some of WARDS’ out- 
standing features. We think you will find this the best 
possible argument as to why you should feature the 
WARD FLOOR FURNACE in your merchandising 


program to permanently build and preserve your load. 


CONSIDER THESE SUPERIOR FEATURES 


Bilt-In Thermo-Control—An exclusive 
WARD feature. Not a separate accessory. 
Control gauge and thermostat are part of 
furnace. No wires to run, no difficult 
installation. Contacts air as it passes 
through furnace, giving unusually accu- 
rate warmth control. 


Sealed Lighter Door—Made of brass. 
Screws into cast iron flange on top of 
combustion chamber. Brass expands more 
than cast iron under heating, hermetically 
seals fire box. 


Toncan tron Construction — WARDS 
are built of 16 and 18 gauge, copper- 
bearing and rust-resisting, Toncan Iron. 
Heating element is hand acetylene welded 
throughout to insure strength, durability, 
tightness against gas leakage. 


Flame Fender— Cast iron lining sur- 
rounding burner. Keeps flame from im- 
pinging on any vulnerable part. Prevents 
burning out. Assures long life. 


Slotted Burner—Bunsen type. Heavy cast 
iron with raised slotted flame tips. Con- 
sumes 100% of the gas. Burns with a 
steady blue flame. Noiseless, self-cleaning. 


Automatic Pilot—Pure brass valve, outer 
rod of copper with chromium tip. Com- 
parative tests prove amazingly quick ac- 
tion. Shuts off main intake immediately 
should gas pressure fall or flame be ex- 
tinguished. Burns with steady blue flame. 
Consumes all the gas. 
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Complete Package Assembly—The 
WARD FURNACE is complete in itself. 
All controls and accessories are built in. 
There are no external parts, no wires, no 
fragile connections. Nothing to get out of 
order, nothing to wear out. Long life and 
service assured. 


] 


Gas Pressure Regulator—Insures even 
gas flow at all pressures, increasing heat 
efficiency by equalizing any fluctuation of 
main line pressure. 


Removable Register— Cast iron with 
oxidized brass finish. Made in two sec- 
tions. Air enters at outer edges, emerges 
from center section, thus radiating heat 
does not interfere with circulation. Entire 
register removable for cleaning 


Insulated Inner Shell— Asbestos insula- 
tion attached to shell with galvanized 
iron discs. Dust-proof collar prevents dust 
and dirt from entering furnace. Inner 
shell can easily be lifted out of furnace. 


100% Air Chamber Circulation — 
WARD gives free circulation on all sides 
of heating element. Especially insulated 
vent connection prevents radiating heat 
from interrupting circulation 


Draft Diverter—Keeps down drafts from 
extinguishing pilot or burner. Prevents 
heat escape through vent. 


Copper Vent Connection—Nipple out- 
let connecting draft diverter to flue pipe 
is made of copper, impervious to mois- 
ture. Will not rust out. 


Cradle Circulator—Increases circulation 
efficiency as much as 20%. Reduces down 
drafts. Makes air movements steady and 
continuous. Draws air of room through 
the furnace three to six times an hour. 


Would you like to know more about WARD FLOOR FURNACES and 
what other utilities are doing with them? Ask us to send you full facts with 
catalog and price list. No obligaion. 


WARD HEATER COMPANY 


LOS ANGELES, CALIFORNIA 


MSELL THE BEST....SELL WARD FLOOR FURNACES 


Go West-- Gas Man-- Go West! 


(Continued from Page 24) 


tions were of arrangements which 
were being made to keep this smelter 
from freezing its metal. It takes 
emergencies such as these to show 
how gas men operate to protect their 
own and the customers’ interest. 

I had the opportunity of a short 
visit with Robert W. Hendee, chair- 
man of the Natural Gas Department 
of the American Gas Association, at 
his office in Colorado Springs, and 
learned that he hopes to make the 
year 1937 better than ever as far as 
the gas business is concerned in the 
Natural Gas Department. 

The writer next spent one of the 
most enjoyable days of the entire trip 
at the Public Service Co. of Colorado, 
Denver, a property of the Cities Serv- 
ice Co. The writer had known, of 
course, of the Denver plan of gas 
distribution, but had never realized 
its possibilities in a city so laid out 
as Denver. Where it can be operated, 
it is really an ideal system. It con- 
sists of small intermediate pressure 


lines with individual house regulators. 
The pressures are controlled by the 
“round the block” method. It is simple 
but entirely effective and, I believe, 
less expensive. Of course this system 
cannot be adopted in all properties, 
but it certainly is worthy of investi- 
gation by the industry at large. 

While making this trip of investi- 
gating how other properties operate, 
the writer not only observed operat- 
ing practices, but also studied man- 
agement and sales practices. 

Denver is a combination gas and 
electric property, and the two depart- 
ments are expected to stand on their 
own feet. Some time ago a plan was 
devised whereby a large auditorium 
known as the Electric Institute, was 
fitted out for demonstration of elec- 
trical appliances. This room is avail- 
able at all times for meetings of ladies 
clubs, organizations, etc., and has been 
of untold value to the company. 

Recently, however, another room 
has been fitted out in the latest, most 
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Dull silver, trimmed with chrome, blends 
with prevailing white and pastel shades 
of the modern room, or the warm darker 


tones of the English type. 
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GENERAL 
CONTROLS 
METROTHERM 


A PRODUCT OF GENERAL CONTROLS 


NEW YORK « CLEVELAND ¢ SAN FRANCISCO ¢ KANSAS CITY 


ADJUSTABLE HEAT ACCELERATION @ LOW THERMAL INERTIA 
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modernistic manner, and this is called 
the Gas Hospitality House. Here each 
afternoon a short musical radio pro- 
gram, stressing company service, is 
sent out over the air. Then, after the 
radio program is completed, a cooking 
demonstration is given by the home 
service director, Mrs. Vera Alt. The 
entire room is beautifully lighted, 
allowing the lights to be thrown on 
any particular appliance at the will 
of the person in charge. The room 
was designed by a noted architect and 
was built by the local organization. 
This was the most modern and pro- 
gressive piece of equipment the writer 
has seen in his 27 years in the in- 
dustry. The room cost $20,000 and 
would be a credit to any national 
organization. It is producing wonder- 
ful results at a very low cost. The 
writer attended a broadcast and was 
particularly impressed. There was 
standing room only for those arriving 
late. 


It can be very readily realized that 
a trip such as this was very much 
worth while. Many things can be 
learned by observing how others use 
their talents and make use of their 
opportunities. The writer took notes 
covering better than 100 pages and 
his only regret is that he cannot tell 
others all he learned on this trip. In 
many ways the engineers, sales man- 
agers and executives and their subor- 
dinates on the West Coast are well 
ahead of the advancing line of prog- 
ress being produced in the gas indus- 
try. 

My only advice, therefore is the 
modern adaptation pertaining to the 
industry—GO WEST—GAS MAN— 
GO WEST. 
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Line Extended 5’ Miles by 
Tucson Company 


A 5'%-mile, $20,000 extension to serve 
more than 200 customers is under con- 
struction by Tucson Gas, Electric Light 
and Power Co., Tucson, Ariz., according 
to announcement to the press by Max 
Pooler, general manager of the utility. 


The line will extend to the Desert 
Sanatorium from Park Avenue, crossing 
the grounds of the University of 
Arizona. The company will pipe gas 
from the main line to the university’s 
military stables. 


St. Olaf Adds Gas Heat 


A 420-hp. boiler with gas burner is 
being installed at St. Olaf College, 
Northfield, Minn., according to P. O. 
Holland, treasurer. This is the first 
time the college has used gas for heat- 
ing, but the fuel has previously been 
used for cooking and other purposes. 
The college buys its gas from Northern 
States Power Co., which obtains it from 
Northern Natural Gas Co. 
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NO. 349—B BARBER 
AUTOMATIC BURNER 


Barber Offers Heating Equipment Dealers 
a Clean Product and a Clean Deal 


Good news travels fast. Mention Barber Gas Conversion Burners to anyone—and | 
the chances are he knows their name and reputation. Naturally, it's easier and more 
profitable for you to SELL Barber Burners. 


We take great satisfaction in our host of loyal Barber dealers. It is our purpose to | 
provide these concerns, old and new, with even closer and more thorough cooperation 
from the home office. Constructive sales aids and selling supervision will be furnished 
wherever requested, so that all Barber dealers may enjoy a profit commensurate with the 
superiority of the Burner they sponsor. Proper protection will be given to distributors 
and preferred dealers in restricted territories. Perhaps there is an opportunity in YOUR 
neighborhood for generous profit. Why not write us? 


The “B” Model shown above is built in eight different sizes to accommodate 
round grate diameters from 12” to 34”. Models are also Tailor-made to SUIT and 
FIT grate dimensions of oblong furnaces and boilers, to insure a “scrubbing” 
flame action against the side walls of firebox. Barber’s 1900° Fahrenheit Flame 
Temperature produces the highest possible efficiency and economy. Equipped 
with Baltimore Safety Pilot for positive and accurate Safety Control. Furnished for 
either Manual or Thermostatic regulation. Listed in the A. G. A. Directory of 
Approved Appliances. 


Ask for Illustrated Catalog and Price List on Conversion Burners for Furnaces 
and Boilers, Burner Units for Gas Appliances, and Gas Pressure Regulators. 


THE BARBER GAS BURNER COMPANY 


i Address Michigan Inquiries to 
3704 Sup a Avenue The Barber Gas Burner Company of Michigan 
Cleveland, Ohio 4475 Cass Ave., Detroit, Michigan 


BARBER BURNERS AND REGULATORS ARE DESIGNED FOR 


Air Conditioning Equipment @ High Pressure Boilers (Tubular and Tubeless) @ Bakery Ovens @ Doughnut Kettles @ Metal Pots @ Garage 
Heaters @ Coffee Urns @ Hair Dryers @ Space Heaters @ Floor Furnaces @ Clothes Dryers @ Water Heaters @ Confectioners’ Stoves © 
Vulcanizing Machines @ Pressing Machine Boilers @ Japanning Ovens @ Core Ovens @ Banana Room Heaters and Many Other Appliances 


BARBER £42245 BURNERS 


FOR WARM AIR FURNACES, STEAM & HOT WATER BOILERS 
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Birthday Cake Awards Close 
A. G. A, Refrigerator Drive 


AMES of the prize-winning gas 
companies have been announced 


' in the contest for the sale of Servel 


Electrolux refrigerators which was 
conducted as a “Big Birthday Party” 
during April, May, and June by the 
American Gas Association Refrigera- 
tion Committee and the Association of 
Gas Appliance and Equipment Manu- 
facturers. The campaign commem- 
orated the tenth anniversary of gas 
refrigeration in the United States and 
a giant symbolic birthday cake was 
awarded as a trophy to each winning 
company. The list of winners follows: 


DIVISION 1: Washington (D.C.) Gas 
Light Co.; Consolidated Edison Co. of 
New York. 

DIVISION 2: Providence (R.I.) Gas 
Co.; Worcester (Mass.) Gas Light Co.; 
New Haven (Conn.) Gas Light Co. 

DIVISION 8: Scranton (Pa.) Spring 
Brook Water Service Co.; Central Indi- 
ana Gas Co., Muncie, Ind.; Florida 
Public Service Co., Orlando, Fla. 

DIVISION 4: Southern California Gas 
Co., Los Angeles; Detroit (Mich.) City 
Gas Co.; Ohio Fuel Gas Co., Columbus. 

DIVISION 5: Greensboro Gas Co., 
Brownsville, Pa.; Grand Rapids ( Mich.) 
Gas Light Co.; Manufacturers Light and 
Heat Co., Bellevue, Pa. 

DIVISION 6: North Penn Gas Co., 
Port Allegany, Pa.; Ohio Fuel Gas Co., 
Lorain group; Manufacturers Light & 
Heat Co., Ellwood City Branch. 

DIVISION 7: Virginia Gas District 
Corp.—Staunton, Waynesboro, and Cov- 
ington offices; Manufacturers Light & 
Heat Co.—Chester, W. Va., and Wells- 


ville, Ohio, branches; Arkansas Louisiana 
Gas Co. 

DIVISION 8: Consumers Power Co., 
Lansing, Mich.; Central Illinois Light 
Co., Springfield, Ill.; Michigan Fuel and 
Light Co., Benton Harbor, Mich. 

Division 1 comprised seven metro- 
politan utilities on the Atlantic sea- 
board. Division 2 comprised com- 
panies having 30,000 or more meters 
with a gas rate over 12 cents per 
therm. Divisions 3, 4, 5 and 6 com- 
prised companies with the same rate, 
having respectively, 3,001 to 30,000 
meters, 70,001 or more meters, 9,000 
to 70,000 meters, and 3,001 to 9,000 
meters. Companies in Division 7 were 
those having 3,000 meters or under 
regardless of the rate per therm. 
Awards made in Division 8 were based 
on high records made in the “‘installa- 
tions per 10,000 meters class.” 

Hundreds of individual awards were 
made to high-scoring members of the 
sales staffs of companies participating. 

These A. G. A. selling contests have 
been conducted annually since 1933 
through the Refrigeration Committee. 

Servel, Inc., manufacturers of 
Servel Electrolux, introduced the gas- 
operated automatic refrigerator to 
the American buying public ten years 
ago. Recently it completed its one- 
millionth refrigerator in its plant at 
Evansville, Ind. The company col- 
laborated in the “Big Birthday Party” 
campaign. 


Selling Gas to Syracuse Bakeries 


(Continued from Page 36) 


can be justified by the saving in 
grease and superior product, on bak- 
er’s stoves, proofing boxes, oven 
steamers, etc., to use up the first steps 
in the rate so that the oven gas can 
be sold on the lower marginal steps. 
Selling gas does not end with the 
oven sale, if only because the baker 
himself will not be willing to stop 
there. The satisfaction he receives 
from working with a gas-fired oven 
will arouse his interest in other ap- 
plications. Space heat, oven steam, 
proofing, frying or water heating will 
almost invariably follow. Every new 
oven job, conversion and gas designed, 
in Syracuse during the last two years 
has been followed by at least one 
other gas application. 

A bakery sales campaign in any 
gas territory is bound to show results. 


Gas at 13 cents per therm will equal 
coal at $12.50 per ton in many cases. 
Bakers using gas in converted ovens 
have confessed that they would pay 
a premium of 50 per cent more than 
coal if necessary, in order to gain the 
many advantages of gas. Bakers were 
sold gas years ago, when rates were 
higher, and ovens much less efficient 
and incapable of the fine performance 
they give today. With our present 
lower rates, higher oven efficiency, 
and splendid performance, we should 
be able to broaden our bakery market 
appreciably. If we look over our 
market, study it carefully, and go 
after this business with all our lures, 
like the expert trout fisherman in 
quest of good fishing, we’ll be sure 
to have some fine, highly satisfied 
catches on our lines. 
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--1$ ACES WITH 
GAS COMPANIES 


AND GAS USERS! 


The Payne Series "A" (Unit) Furnace puts the kind of a load on 
gas lines that Gas Companies like to see—a uniform load. 


The control of this Payne Unit is selective. It will heat a whole 
house or any portion of it at one time. It produces heat only 
when and where it is needed. 

Out of this economy of operation is born consistency of use. 
Payne Unit heat is called into action more times during more 
months of the year than ordinary heating. 

It isn't just a very" cold weather friend to the Gas Company— 
or the gas user. Payne Unit heat gives gas lines a more uniform 
year ‘round load—and gas users more uniform year ‘round 
comfort! 


So everybody's happy—all the time. 


WITH MODERNAIR UNIT 


With the simple addition of a Payne Modernair Unit, the Payne Series "A" 
Furnace provides residential or commercial buildings with refreshing, 
healthful ventilation. The Modernair Unit is a worthy companion to Payne 
Unit heat—and a worthy friend of GAS. 
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OMPANY, INC. BEVERLY HILLS, CALIFORNIA 
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“Three Men in a Boat...” 


(Continued from Page 17) 


motions, proves conformance to the 
plan. Further confirmation is fur- 
nished by the recent entry of leading 
electric refrigerator manufacturers in 
the electric range business. This 
meshes in with the plans of pro- 
gressive penetration. Competition is 
taking Step No. 2 now. 

Step No. 3 was to have been elec- 
tric water heating—and may be; but 
possibly air conditioning, because of 
wide public interest, may be the next 
general merchandising step instead. 

The reference to this long-range 
planning and an outline of its various 
steps is essential to us only to prove 
that organized industry planning does 
exist in the electric business; that it 
has not existed in the gas industry. 

No one is particularly due any 
credit for this development in the 
electric business or discredit for its 
lack in the gas business. It has been 
the result merely of the type of manu- 
facturers that are engaged in the elec- 
tric industry and not because of 
supernatural vision. 

Tt should be obvious to the gas in- 


dustry that this type of sales planning 
must be given our first consideration. 
Our planning naturally would not be 
the penetrative one-two-three-four 
step type of our competition, because 
we have to plan to retain business 
that is now ours at the same time that 
we launch a counter attack against 
the effort to obtain our domestic 
business. 

Thinking in terms of the over-all 
future welfare of our industry, it may 
be that we must give consideration 
to resisting the sale of some types of 
gas appliances, even though they may 
be load builders, because, though they 
provide present load, they destroy 
public acceptance of gas as satisfac- 
tory, as best, or as modern. 

We may have to develop more effec- 
tive methods to obtain comprehensive 
distribution of other types of appli- 
ances that are not only load builders 
but undeniably superior and therefore 
more beneficial in developing public 
acceptance of gas appliances—now 
held to a limited sale because the 
marketing methods are on a selective 


Mueller Gas Era Steel Furnace has outsold 
every other gas furnace for the past seven 
years. Long life, economical operation, satisfied 
customers are the answers. 


L. J. MUELLER 


FURNACE COMPANY 
MILW AUKEE 


HiGH CAPACITY—SMALL SIZE? 
LOW PRESSURE REGULATORS 


Built in TWO Sizes 


', in. Size 
over all dimensions 
only 5 inches, 


% in, Size 
over all dimensions 
only 6 inches. 


Exceptional high output—perfect regulation at all pres- 
sures—low leckup. A small size—low cost regulator 
with highest capacities for all types of gas appliances. 


The H. M. Thermo Control Co. 


seating as S14 E. 108th St. Los Angeles, Cal. 


Write for more information. 
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rather than on a mass selling basis. 

If we must affect mass habit in the 
use of gas in order to assure our 
future business, we have got to do a 
mass selling job by adequate mass 
methods sooner or later, and now is 
always the best time. 

Just as a suggestion of what we 
can do in organizing our industry and 
developing some long-range planning, 
our plans might be laid on this basis: 


The Plan Outlined 


Step No. 1 can well be the organiza- 
tion of our manufacturer and dis- 
tributor branches to enter into group 
activities for the common support of 
gas by all. Specifically this can be 
done by incorporating in sales cata- 
logs, customers sales literature, adver- 
tising copy and verbal presentation, 
support of general gas usage. 

Step No. 2 can well be a study to 
develop the use of some attention- 
arresting, symbolic types of sales and 
advertising appeal much along the 
lines that our competition has adopted, 
because it is the most effective way 
of attracting general public attention. 
We must use less logic and more 
romance. 

Step No. 3 can well be a reasonable 
attitude toward cooperation with gas 
utility over-all organization plans, for 
without this planning there will be no 
permanent opportunities for expansion 
and profit in the gas business. Limited 
self-thinking must be submerged in 
the over-all general planning, because 
the present and continued welfare of 
gas—its acceptance, its use—is more 
important than any immediate tempo- 
rary gain for any one. 

It is not contended that these so- 
called one-two-three steps in gas in- 
dustry planning are the correct ones, 
although they are important, as each 
territory may have individual prob- 
lems of greater importance. 

Whatever the order of importance, 
there is no denying the fact that there 
is one element of prime importance 
to our business and that is organ- 
ization. 

To repeat: In the gas industry, 
organization leadership must come 
from the utilities. Participation and 
action in the plans developed must 
come freely and cooperatively from all 
branches of the gas industry. 

The branches can be readily re- 
duced to three that are committed to 
this business. They are gas utilities, 
gas equipment manufacturers, and 
gas appliance manufacturers—and 
these are the elements that were 
imaginatively conceived as “Three 
Men in a Boat.” 

Oh, yes! There were Three Men and 
another man in our competitor’s boat. 
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N.G. E. 


CONVERSION BURNERS 


FOR APPLICATION TO ALL 
COMMERCIAL HEATING INSTALLATIONS 


* 
N. G. E. SERIES 400 BURNER For SEND FOR OUR VALUABLE 
4 teel t | 
ty ae COMMERCIAL HEATING BULLETIN 
. Easil ifolded. staan P : : 
oot A ry ae. sot “High For utilities, the Commercial Heating field represents | 
capacity. a large portion of its potential; it therefore offers | 


itself as one of the most vulnerable fronts in a utility 
load building program. 


Natural Gas Equipment has a complete line of gas 
burners for Commercial Heating services, for installa- 
tion either as original equipment or for conversion to 
gas. Copies of a valuable Commercial Heating 
Bulletin are available upon request. 


N. G. E. NO. 73-10 BURNER. For small 
round furnaces (warm air, hot water, 
steam) and vertical boilers, kettles, etc. 
Utilizes refractories for maximum heat 
liberation. 


LOOK TO THE PIONEERS FOR CONTINUED LEADERSHIP 


N. G. E. TYPE W BURNER. For 
installation in square or rectan- 
N. G. E. TYPE R BURNER. Successfully solves conversion gular furnaces. Installed with 
requirements for round furnaces. Full manifolding flexi- minimum alterations. Easily 
bility. Requires little or no attention. manifolded. 


N. G. E. NO. 313 BURNER. Designed NATURAL GAS EQUIPMENT, INC, 


particularly for vertically firing Birchfield, 
ei = PETROLEUM SECURITIES BLDG. 1123 HARRISON STREET 
Utilizes refractory head. LOS ANGELES, CALIF. SAN FRANCISCO, CALIF. 


BAKERSFIELD, CALIFORNIA 


Natural Gas Equipment. Co. of Texas 811 Sterling Bidg Houston, Texas 
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Do you recall that we last pictured 
him as apparently talking to and 
directing the crew that our imagina- 
tion permitted us to see? Even during 
the telling of this story that competi- 
tive boat has seemed to come a little 
nearer to view. The figures are a little 
clearer. The boat is better outlined. 
Somehow it does not seem to be as 
sturdy as our boat. The crew appears 
to have no better foundation than our 
crew. It does appear to be in better 
training, and maybe this is due to 
rowing harder, attempting to cut 
down the lead of our boat. 


Look for this big red CIRCULAR Trade 
Mark to make sure you are buying the 
ORIGINAL Insulated Aluminum GAS VENT 
and FLUE PIPE. 


This mark of quality and efficiency appears 
only on METALBESTOS—the pipe without 


an equal. 


PATENTED 
NO. 2076210 


TRADE MARI 


MANUFACTURED BY 


WILLIAMS-WALLACE CO. 


160 HOOPER ST. SAN FRANCISCO 


Despite the individualistic technique 
of our crew we still are making prog- 
ress and apparently we need only a 
fourth man. in our boat to steer it, to 
time the stroking of our crew, to 
continue our present lead or even 
lengthen it. 

Who is the fourth fellow they have, 
that we need and can have as a cox- 
swain in our boat? 

He is organization. 


Carbon Black Took 13°/, of 
Natural Gas Used in 1936 


The carbon black industry in 1936 en- 
joyed the best year in its history, exceed- 
ing the former record year—1930—by 
nearly 8 per cent. It was 17 per cent 
better than 1935. 

Total production for 1936 was 411,- 
345,000 pounds; in 1935, it was 352,749,- 
000 pounds. Market demands gained 21 
per cent over 1935, going up to 467,- 
736,000 pounds. 

Nearly 80 per cent of the 1936 pro- 
duction came from the Texas Panhandle. 
Wyoming and Oklahoma plants increased 
their output, but production fell off in 
Louisiana. 

Approximately 13 per cent of the total 
estimated gas consumed in the United 
States was used in producing carbon 
black, or 283,421,000,000 cu. ft. Average 
yield was 1.45 pounds of carbon black 
per 1000 cu. ft. of natural gas. 

About 67 per cent of the total sales 
of carbon black was made to domestic 
consumers, the rest exported. 
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Santa Fe Uses Gas at Newton 


The Atchison, Topeka and Santa Fe 
Railroad will use natural gas for all 
purposes in its roundhouse and shop at 
Newton, Kan., according to announce- 
ment by The Gas Service Co., Kansas 
City, Mo., which will supply the gas. 
The fuel will fire eight boilers and 
several forges and furnaces. Consump- 
tion is estimated at 240,000,000 cu. ft. 
a year. 
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Order Michigan Flow Survey 


The Michigan Public Utilities Com- 
mission has ordered a survey of the open 
flow of gas wells. 


GAS 


KITSON COMPANY 


2409-15 Westmoreland St. 


G-207 Kitson Safety Devices 
Solid Lever (Lovekin Patents) for 


co ae Domestic Water Heaters 


ESTABLISHED /897 


G-49iI—High Pressure 
Roundway Gas Main Stop 
Male and Female 


Philadelphia,.Pa. as 
Quality Brass Goods 


for Gas, Water K-CO 


and All Plumbing Uses TRADE MARK 
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Massey Is Sales Manager 
For American Gas Products 


Harold Massey, gas sales engineer, 
has been appointed general manager of 
sales of American Gas Products Corp., 
according to an- 
nouncement by Wil- 
liam T. Rasch, pres- 
ident. Mr. Massey 
takes the position 
left vacant by the 
sudden death of H. 
H. Dugdale, vice- 
president, Mr. Mas- 
sey has been work- 
ing closely with Mr. 
Dugdale for several 
years. 

Mr. Massey en- 
tered the gas indus- 
try in 1923 upon 
graduation from 
Stevens Institute of Technology when he 
became associated with the old William 
M. Crane Co. in the manufacturing de- 
partment. Later, when that company 
merged and became The Standard Gas 
Equipment Corp., Mr. Massey became 
manager of the designing and engineer- 
ing department. In 1930 he entered the 
employ of the American Radiator Co. 
manufacturing department as designer 
of gas appliances. He was transferred 
later to American Gas Products Corp. 
as sales engineer when that company 
became a part of the American Rad’~’ 

& Standard Sanitary Corp. In 1936 he 
was appointed assistant sales manager 
of American Gas Products Corp. 


= 8 
Northern Natural Promotes 
Garrett to Lincoln 


M. H. Garrett, formerly division pipe 
line superintendent of Northern Natural 
Gas Co. at Ogden, Iowa, has been ap- 
pointed division superintendent at Lin- 
coln, Neb., to succeed W. J. Gagen, who 
died recently. D. J. Wallace, who was 
district pipe line foreman for the com- 
pany at Meade, Kan., has been appointed 
to the position formerly held by Mr. 
Garrett at Ogden. 

Mr. Gagen, at the time of his death, 
had been with Northern Natural Gas 
Co. for seven years. Prior to that, he 
was assistant superintendent of the Fort 
Worth Gas Co. and connected with 
several oil and gas utilities in the central 
west. 

Mr. Garrett has been with Northern 
Natural for several years. Previously he 
was-connected with the pipe line depart- 
ment of the Empire companies. 

a Ld 


Continental Plans Casinghead 
Plant for Billings Field 


Plans for immediate construction by 
Continental Oil Co. of a casinghead plant 
in the Billings field, Noble County, Okla- 
homa, to process gas from the wells of 
Continental, Tidewater Oil Co., and other 
producers in the field, have been an- 
— at Continental’s offices in Ponca 

ity. 

The plant, which will cost approxi- 
mately $200,000, will be of the most mod- 
ern design and capable of processing 
20,000,000 cu. ft. of gas daily. Plans will 
include sufficient machinery for gas re- 
pressuring operations, and for delivery 
of residue gas at high pressures to gas 
distribution systems in the vicinity of 
the field. 


H. MASSEY 
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Managing Director 
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RUST the younger generation to know what's 

modern. And how can Dad resist when they “gang 
up” on him with these unanswerable arguments: Gas 
is the cleanest, quickest, most convenient heating fuel. 
Control may be completely automatic (thermostat) or 
semi-automatic (push button)—climinating all work —as- 
suring constantly uniform temperature. Gas heating re- 
quires no mussy fuel-deliveries or storage. Y ou pay only for 
what you use a6 you use it—at rates that assure modest 
monthly bills. Thrift-terms of course. Ease and comfort 
on the bargain counter! %& Now, before the autumn rush, is 
the time to modernize your heating — with Gas. Special in- 
ducements for early installation in many communities. 


Inquire of your Gas Company or Appliance Dealer. 


Ve Posed by members of the popular “Jones Family cast (Twentieth Century-Fox 
Studios). See this “regular family m their newest Loughfest, “HOT WATER.” 


ING * COOKING © HOT WATER e 


... Ll order gas heating tomorrow” 


INVESTIGATE eS cea 
such new developments as Fecsti ot! 
SMALL, CABINET TYPE UNIT ts a 
HEATERS WITH FORCED AIR Soa 
CIRCULATION (FITTING ANY ee hee Tr 
< OR CLOSET, UPSTAIRS ey ome ot = 
OR DOWN) S. *3. 

— =. —_—s > 
GAS HEATING COMBINED WITH = 
AIR-FILTERING AND, IF DESIRED, See; 
COOLING—FOR SUMMER AS WELL Sees 
AS WINTER COMFORT B2wEl S; 

° oT =-- 
INEXPENSIVE FLOOR OR WALL ae 
UNITS, HEATING ONE ROOM = Ay > gpd 


OR SEVERAL 


. 
COMPLETE CENTRAL HEATING 
PLANTS, SO CLEAN AND ; 
TRACTIVE THEY ACTUALLY = 2-3- =" 
ADORN BASEMENT PLAY- ya 
ROOMS 
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Convention Tour of Laboratories 
Includes Two Short Programs 


WO one-hour programs, followed 
by thorough inspection trips, 
will be held at the A. G. A. Testing 
Laboratories in Cleveland, Ohio, on 
Wednesday morning, September 29, 
as a major event of the American Gas 
Association Convention which con- 
venes in Cleveland on September 27 
and continues to October 1. The 
morning at the Laboratories will take 
the place of a general session. This 
is the first time the A. G. A. con- 
vention has been held in Cleveland 
and it affords a rare opportunity for 
gas men to inspect the testing head- 
quarters, those in charge point out. 
During the programs, brief talks 
will be made by B. J. Mullaney, chair- 
man of the Special Committee on Lab- 
oratories; R. W. Gallagher, vice- 
president, Standard Oil Co. of New 
Jersey and first chairman of the Lab- 
oratories’ Managing Committee; and 
R. M. Conner, director of the Labo- 
ratories. J. S. DeHart, present chair- 
man of the Managing Committee, will 
preside. 
Three general sessions will be held 


during the convention. The first, on 
September 28, will include an address 
by President Herman Russell. The 
general session on Wednesday eve- 
ning will present prominent execu- 
tives in the gas industry and speak- 
ers of note from other industries. 

On Thursday, at the Cleveland 
Hotel, a luncheon symposium will be 
held on the national advertising pro- 
gram. T. J. Strickler, chairman of 
the Committee to Conduct National 
Advertising, will speak briefly. Two 
representatives of gas companies that 
have tied in effectively with the na- 
tional advertising program will tell 
what use they have made of such ma- 
terial. 

The Natural Gas Department will 
lead off the sectional and depart- 
mental programs, convening in morn- 
ing and afternoon sessions on the 
opening day of the convention. No 
other meetings will be held that day. 

The Accounting Section will meet 
on Tuesday and Thursday afternoons, 
with an informal luncheon conference 
on Wednesday. 
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MAJOR LEAGUES 


Those men every community regards as 
leaders .. . in turn demand similar superior 
performance. In Chicago these men find at 
The Stevens the atmosphere . .. the comfort 
they demand of a hotel. That's the reason 
they call The Stevens, “America’s Grand 
Hotel.” Their strongest endorsements are 
their repeated autographs on our register. 


OTTO K. EITEL, Managing Director 
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The Commercial Section will hold 
three afternoon sessions. During 
these meetings, prizes will be awarded 
to winners of the national refrigera- 
tion sales contest, and certificates of 
merit will be presented to the 20 
winners in the gas range sales con- 
test. 

The Home Service Department will 
meet Tuesday afternoon and again at 
breakfast Wednesday morning at the 
Statler Hotel. 

Three full afternoon sessions will 
be held by the Industrial Gas Sec- 
tion, with the theme, “Gas as the 
ultimate industrial fuel.” Two sessions 
will be devoted to five-minute presen- 
tations. The Industrial Gas Club lunch- 
eon will be held Tuesday at the 
Statler. This section will also be repre- 
sented on programs for the general 
sessions and the Natural Gas De- 
partment. 

The Technical Section will meet on 
three afternoons. Of special inter- 
est to natural gas men will be the 
papers on “Scrubbing in the Natural 
Gas Industry,” which will include the 
removal of gasoline from natural gas, 
“How Polymerization of Oil Gases 
Will Affect the Gas Man,” and “Prob- 
lems of Regulator Freezing,” which 
will deal with the formation of hy- 
drates in natural gas lines and their 
prevention. 

The President’s reception will be 
held Tuesday evening in the ballroom 
of the Statler. 
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Sedgwick, Kan., Is Building 
Distribution System 


Construction of a $25,000 municipal 
gas distributing system in Sedgwick, 
Kan., was to start the latter part of Au- 
gust, according to Mayor H. E. Hicker- 
son. An 8-inch pipe will bring gas ap- 
proximately 10 miles from the Burrton 
field of Drillers Gas Co. 

The city expects to serve about 200 
meters the first year. Bonds for the gas 
system were voted at a special midsum- 
mer election. 

a 6D 


Kaplan Connects 200 Meters 
As $65,000 System Finished 


Kaplan, La., has completed a $65,000 
natural gas distribution system and ap- 
proximately 200 meters are being con- 
nected, according to G. J. Montgomery, 
resident engineer. 

The city built nine miles of 3-inch 
transmission line from Kaplan to Abbe- 
ville to connect with the United Gas Co. 
line. The distribution system is approxi- 
mately 19 miles long. 


= sf 
Gas Soon for Booneville, Ark. 


Announcement of plans for servin 
natural gas in Booneville, Ark., wil 
probably be made about October 15 ac- 
cording to Dan_W. Johnston, of Clarks- 
ville. The city council recently granted 
him and his associates a franchise. 
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| New Reduced Gas Rates Save You 1 Money : 


TE R RITO RY 
gas heat is “KNOWN COST HEAT’ 


To the gas heating trade in the metropolitan bay area, it may 
be interesting to know that an additional supply of Gas Heat- 
ing Cost Calculators (those handy little slide-rule gadgets we 
distributed last year) are now on hand. 


Use them and have your salesmen use them. Mention them 
in your advertising. Supplement every sales talk with a “slide 
rule” demonstration that gas fuel is LOW COST fuel... not 


only low cost, but KNOWN COST—no hidden extras, no un- 
fortunate repair bills, no unexpected changes in price. 


P. G. and E. offices in San Francisco and Oakland are able 
to supply you with any reasonable quantity. Make the most 
of this valuable free sales-help. Order your requirements 
TODAY. 


P.G-E- 
PACIFIC GAS AND ELECTRIC COMPANY 
Owned * Operated * Managed by Californians 
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Reliance Type H or K Spring-loaded 
Patent No. 1,931,777 


12 


E/AELIANCE 
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Positive Control 


Reliance Type H or K Dead-weight 
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of Service Pressures 


Embodying refined engineer- 
ing principles and the latest 
features in design, these Reog- 
ulators have fully demon- 
strated that they have a 
better performance record, 
larger capacity and lower 
lock-up pressures than any 
other regulator of the same 
size and type. They are made 
with or without mercury seal 
attached and can be supplied 
with internal mechanical re- 
lief where desired. Valve 
seats can be renewed or 
changed as to size simply by 
removing end plug and in- 
serting a hexagon wrench 
into the recess in the valve 
seat body. The valves are 
very accessible. A plug is 
provided in the side cf the 
Regulator for quick inspec- 
tixm; and if necessary, the 
valve seat disc *can be re- 
moved and the valve seat 
cleaned, returning the Reg- 
ulator to service in minimum 
time. 


1000 MERIDIAN AVENUE 


RELIANCE REGULATORS 


Reliance Type “H” and ”“K” Regulators have 
all these desirable features: sensitive pressure 
regulation: positive lock-up when consumption 
stops: minimum pressure loss in the Regulator: 
large flow capacity: rugged construction and 
long life. 

Specially designed toggle action gives a longer 
and more powerful thrust on valve seat and 
results in lower lock-up pressures. Valve seats 
can be removed or changed in size without 
disassembling the Regulator. Diaphragms can 
be furnished in leather or composition. Made 
in 8 sizes, from %” to 2”: spring or weight 
loaded: fully described in Bulletin No. 38. 
Reliance Regulators are made in complete 
lines for domestic, district and industrial pur- 
poses, for natural, manufactured, butane, pro- 
pane and liquid petroleum gases. 


Send for Bulletin No. 38 


A standard pipe plug on the 
high pressure side of the 
Regulator permits the attach- 
ment of a gauge for taking 
service pressures, and serv- 
ice lines can be blown free 
of dirt, scale, etc., through 
this opening. In distribution 
systems where dust troubles 
exist, the type “H” Regulator 
is extremely economical. 
Valves can be changed and 
dust blown out in a short 
time; it is seldom necessary 
to remove the Regulator from 
the line and take it to the 
shop for repairs. Where the 
side inlet is used for service 
connection, the bottom con- 
nection, when plugged, acts 
as an accumulation reservoir 
for dust and dirt. All Reliance 
Regulators are made from 
special alloyed castings with 
unexcelled qualities. 


ALHAMBRA, CALIFORNIA 
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F THE jet issuing from an orifice 
T is further constricted, the form of 
the curve of the discharge coefficient 
as a function of the Reynold’s Num- 
- ber may be changed. From the knowl- 
edge of this fact, in this paper, a new 
throttling meter is 
developed by plac- 
ing two standard 
orifices in series to 
form a double ori- 
fice which is dis- 
tinguished by a 
far-reaching inde- 
pendence of the 
coefficient on the 
Reynold’s Number 
for all area ratios 
of practical im- 
| portance. 
% The purpose of this work was to 
determine whether the discharge co- 
efficients of the standard orifice differ 
by more than the basic tolerance from 
their accurate constant value with all 
the orifice dimensions permitted by 
the Regeln and at Reynold’s Numbers 
above the tolerance limits. 


B. G. WILLIAMS 
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MEASUREMENT o/ CONTROL 


By B. G. WILLIAMS 
Southern California Gas Company* 


THIS IS A BRIEF review of tests made 
in Germany and other countries. The 
tests are described in detail in papers 
published by Dr. Ing. G. Ruppel VDI. 
Berlin-Siemensstadt and G. Walzholtz 
VDL, Kiel. The reports have been trans- 
lated into English by Lyman M. Van 
der Pyl of the Pittsburgh Equitable 
Meter Company.—aAuthor. 


The tests were conducted on a high 
degree of accuracy which made pos- 
sible the classification of effects which 
were previously unknown. These refer 
to the thickness of plates, coefficient 
changes with reference to the Rey- 
nold’s Number, and tests made on the 
orifice meter with two discs. 


For orifice meters built according 
to the present-day standards, the dis- 
charge coefficients are practically con- 
stant above a certain value of the 


* Presented before the Southern California Meter 
Association, Los Angeles, Calif., July 22, 1937. 


The Double Orifice Meter 


Reynold’s number, there being a slight 


decrease in the value of the coefficient 
as the Reynold’s Number becomes 
greater. However, this decrease is so 
small that the use of an average 
coefficient does not perceptibly affect 
the accuracy of the measurement. 
The Reynolds Number as herein 
used, applies to the pipe diameter. 
This is contrary to the practice in 
gas measurement on the Pacific Coast 
which refers it to the orifice diameter. 
In making the tests referred to, it 
was necessary to use plates having 
the correct thickness. The procedure 
to determine the allowable thickness 
is of especial interest. In some in- 
stances, the initial tests were made 
by using plates with a thickness as 
great as one-tenth of the diameter of 
the pipe. For certain relations of 
orifice to pipe diameters, these plates 
caused an error as great as 8 per cent. 
The plates were then beveled on the 
downstream side, and tests were con- 
tinued until additional beveling did 
not change the value of the discharge 
coefficient. When this condition was 
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CAN'T HAPPEN HERE 


The ultimate in safety is achieved by the new 
Connelly MERCURY SEAL VALVE—Iinstant and 
positive shut-off if 
pressure drops be- 
low minimum, or if 
an interruption oc- 
curs in gas supply. 
The mercury seals 
the valve shut—and 
it can only be op- 
ened manually by 
the inspector with 
key. It's tamper 
proof. Placed 
ahead of meter on 
service lines or 
used for venting 
high pressure house 
governors. Write 
for Bulletin No. 
302-4, 
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CONNELLY 


IRON SPONGE & GOVERNOR CO. 


Chicago, Ill. Elizabeth, N. J. 
Pacific Coast Representative: 
Harry V. Payne, 3834 Third Ave., 


AC\ICURACY 
POR\TABILITY 


net a fo tong 3 the Labora- 
ories o eorge Sydney 
ANUBIS Binckley, Los Angeles. 


This modern instrument for both gases 
and liquids, employs no mercury or other 
liquid column, yet it remains constantly 
sensitive to the smallest changes in rate 
of flow. It is readily portable for testing 
the accuracy of other field-installed 
meters; and is not affected by rough 
handling. 


4 folder containing complete 
details is available upon request. 


AMERICAN 


RECORDING CHART CO. 


428 Boyd St. Los Angeles, Calif. 


reached, the thick plates beveled gave 
results equally accurate with the thin 
plates bored without the bevel. 


It is stated that except for trivial 
deviations, the American tests gave 
an excellent confirmation of the dis- 
charge coefficients laid down by the 
Regeln. 


Practice in Germany 


Corner taps are in general use in 
Germany. Regarding the two types 
used in the United States, the Ger- 
man engineers prefer the flange taps 
to the pipe taps. They find that the 
tolerance for pipe taps is greater than 
for flange taps. 

The empirically determined coeffi- 
cients for both the orifice and nozzle 
may be said to be constant only in 
the range of higher Reynold’s Num- 
bers. The coefficients for orifices in- 
crease for lower values of the Rey- 
nold’s Number, but, the coefficients 
for nozzles decrease for lower values 
of the Reynold’s Number. 

In Fig. 1, the value of the discharge 
coefficient is plotted as the ordinate 
and the value of the Reynold’s Num- 
ber, as the abscissae. On this the 
coefficients are plotted according to 
the Regeln for various values of the 
Reynold’s Number. These are shown 
for several relations of area of the 
orifice to the area of the pipe. This 
should not be confused with the rela- 
tion of the diameter of the orifice to 
the diameter of the pipe which is com- 
monly used in the United States. The 
small “x” marks and circles show the 
value of the coefficient determined by 
tests which are described in Dr. Rup- 
pel’s paper. These are plotted to show 
that the change in the discharge co- 
efficient for low values of the Rey- 
nold’s number is greater than that 
shown in the Regeln. The curve line 
extending upward is the tolerance of 
the coefficient. The coefficient in- 
creases in value on the left of this 
curve and remains practically con- 
stant on the right. However, accord- 
ing to the tests shown by the ‘“x’s” 
and circles, this tolerance curve 
should be moved to the right. From 
these tests and many similar tests, 
it was found that the value of the 
coefficient for lower Reynold’s Num- 
bers is greater than it was at first 
thought to be. 

If the velocity coefficients for a 
nozzle were plotted on Fig. 1, they 
would turn downward instead of up- 
ward. 

Considering that the coefficient 
lines for the orifices turn upward and 
those for the nozzles turn downward, 
there should be some form of con- 
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striction, the coefficient of which 
would plot a straight line. 

Experiments for this were made 
both with specially constructed noz- 
zlies and with the double orifice as 
shown in Fig. 2, which illustrates 
several pipes, each with a different 
type of orifice constriction. 

In row (a), tube No. 1 is con- 
structed with a single orifice. In tube 
No. 2 a second orifice has been set 
close to the first one. This produces 
a slight effect on the flow line of the 
fluid. In tubes Nos. 3, 4, etc., the 
distances between the orifices increase 
until in tube No. 6, the space between 
the orifices is so great that the flow 
line is scarcely affected. 

In row (b), the orifices are kept at 
the same distance apart and the 
change is made in the size of the up- 
stream orifice, which is gradually 
decreased until the upstream orifice 
becomes so small that the flow line is 
not affected by the downstream ori- 
fice. Note that in the (a) group the 
orifices are kept the same size, the 
change being only in the distances 
apart while in the (b) group, the dis- 
tances apart remain the same and the 
change is in the size of the upstream 
orifice. 

At the lower end of each pipe a 
curve of the discharge coefficient is 
plotted. This is done by using the 
same ordinates and abscissae as were 
used in Fig. 1. 

Again referring to Fig. 2, for tube 
No. 1 in the (a) group, the action of 
the discharge coefficient is similar to 
the coefficient curves shown on Fig. 
1. For tube No. 2, the change in the 
value of the coefficient is less pro- 
nounced for the lower values of the 
Reynold’s number; while in tube No. 
8, the value of the coefficient is plot- 
ted in a straight line. In tube No. 4 
the coefficient turns downward and 
in No. 5, it is a straight line and in 
No. 6, it again turns upward. 

A study of Group (b) of Fig. 2 
reveals similar conditions. From tubes 
Nos. 3 and 5, in both groups, it may 
be seen that it is possible to construct 
a combination of orifices in which the 
coefficients will not be affected by the 
lower values of the Reynold’s number. 

The conclusions given with refer- 
ence to the double orifice are as fol- 
lows: 

An increase in the area of the basic 
orifice area results in an increase in 
the coefficient; an increase in the up- 
stream orifice area, on the other hand, 
results in a decrease. 

Lack of edge sharpness may raise 
or lower the coefficient of the double 
orifice; a rounded edge on the up- 
stream orifice reduces the coefficient, 
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a rounded edge on the basic orifice 
increases the coefficient. The effects 
of rounded edges on both orifices are 
thus always contrary and partially 
compensating, so that the double ori- 
fice is less sensitive than the standard 
orifice in this respect. 

Deviation of the true diameter D’ 
from the nominal diameter D results 
in faulty measurement with the double 
orifice. With D’>D, on the one hand, 
the effect of the upstream orifice on 
the flow increases, as does the coeffi- 
cient; on the other hand, when the 
true ratio of areas of the basic orifice 
decreases, the coefficient also de- 
creases. With D’<D, the conditions 
are reversed. The two effects are al- 
ways opposed, but the effect of the 
up-stream orifice outweighs the other. 
From the relation of the coefficient of 
the double orifice to the dimensional 
constancy of the pipe diameter, the 
coefficient of the double orifice is less 
sensitive than the coefficient of the 
standard orifice to changes of the pipe 
calibre from the theoretical value. 


Double Orifice Position 


The wall roughness affects the pro- 
file of the stream and so the discharge 
factor, in such a way as to decrease 
the free cross-sectional area of the 
pipe and always, accordingly, to de- 
crease the coefficient. 

The double orifice takes a middle 
position between the orifice and the 
nozzle with respect to the sensitivity 
to changes in the most favorable 
metering arrangement; as is well 
known, the nozzle is less sensitive to 
these effects than the orifice. Thus, 
in contrast to the standard orifice 
these deviations from the theoretical 
values may increase or lower the co- 
efficient of the double orifice. 

It has already been observed with 
certain installation faults, such as 
using a too small mounting ring pro- 
jecting into the pipe, that the de- 
pendency of the coefficient on the 
Reynold’s number changes. The con- 
sequent possibility of influencing the 
course of the coefficient by inserting 
an additional standard orifice into the 
flow led to the construction of an 
orifice with an upstream ring and 
then to the development of a new 
throttling meter, the double orifice, 
which, for all practically important 
ratios of area, has coefficients constant 
down to definitely smaller Reynolds 
Numbers than are possible with the 
standard orifice. In over 1000 tests, 
conducted in 1932-33 with water in 
the testing departments of the Hart- 
man & Braun A.-G., Frankfort a. M.., 
were determined the measurements of 


those double orifices which have con- 
stant discharge coefficients. The val- 
idity of the design requirement curves 
for all pipe sizes was proven in sev- 
eral series of control tests in different 
types and with several ratios of area 
(m= 0.1 to 0-6). 

The double orifice, which was devel- 
oped in two designs, varying with the 
pipe size, takes a position between the 
orifice and the nozzle in every partic- 
ular that was investigated. This 
applies both to the form of coefficient 
curve as a function of the Reynold’s 
Number and the absolute value of the 
coefficient as well as to the permanent 
pressure loss and the effect on the 
coefficient of deviations from the most 
favorable metering arrangement. 


Peoples Gas Appoints Naylor 
To Meter Reading Post 


John E. Naylor has been appointed 
assistant superintendent of the meter 
reading department of The Peoples Gas 
Light and Coke Co., Chicago. He suc- 
ceeds Charles L. Sullivan, who is now 
superintendent of the newly created cus- 
tomers’ department. Mr. Naylor, who 
ends 14 years of service, was assistant 
superintendent of the meter repair shop. 

Ivan G. Anderson, who has been with 
the company for more than 17 years, 
has been appointed assistant superin- 
tendent of the meter repair shop. 
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Cowan Addresses S.C.M.A. 
On Viscous Liquids 
a4 EASUREMENT of Vicscous 
Liquids by Orifice Meter” was 
discussed by W. L. Cowan, test engineer, 
Union Oil Co., at the August meeting of 
the Southern California Meter Associa- 
tion, held at the Van Matre Inn, Hunt- 
ington Park, on August 26. Mr. Cowan, 
who illustrated his address with slides, 
presented a number of actual problems 
to illustrate the application of data he 
has collected. 

The program also featured W. H. 
“Bill” Spaulding, head football coach at 
the University of California at Los 
Angeles, who talked about the coming 
football season. 

Entertainment was furnished through 
the courtesy of the Commercial Iron 
Works. Oliver Muff was master of 
ceremonies. 

Orders are coming in rapidly, it was 
announced, for the 1937 edition of the 
S. C. M. A. Handbook, containing data on 
the measurement of air, gas, oil, and 
water streams, and for the handbook 
on natural gas measurement data. Prices 
of the books to S.C. M. A. members are 
$2.50 and $.50 respectively; to non-mem- 
bers, $3.00 and $1.00 respectively. Copies 
may be obtained from James Dunn, 428 
Boyd Street, Los Angeles, Calif. 


= 8 
Rogers Gas Co. Transfer O.K. 


The West Virginia Public Service Com- 
mission has given permission to the 
transfer of all assets of Rogers Gas Co., 
Clay, W. Va., to Valley Gas Co. 
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CUT-OUT LATCH REGULATOR 


28-40 Penn Avenue 
WESTCOTT & GREIS, Inc. 
Sales and Service 
Dallas — Tulsa 


Los Angeles, Calif. 


It Stops the Flow 
of Gas if Pressure 
falls too low 


N a low-pressure burner or furnace, the 
Fulton Cut-Out Latch Regulator stops the 


flow of gas if pressure falls below the desired 
minimum. Whenever that happens, the cut-out 
latch will operate automatically to bring the 
valve to its seat and lock it there. Flow will 
not resume until the operator goes to the valve 
and opens it by hand. This eliminates com- 
pletely the hazard for which the regulator is 
designed. Write for C-F Bulletin 2987. 


THE CHAPLIN-FULTON MFG. COMPANY 


Pittsburgh, Pa. 


JNO. W. CRAWFORD 
Sales Engineer 
1855 Industrial Street, Los Angeles 


REPRESENTATIVES 


PARSONS ENGINEERING CO. 
OR ANY JOBBER 


San Francisco, Calif. 
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The 1937 Associated Business Papers BLUE BOOK is now available . . . offering you 
the combined knowledge and experience of 2,537 market-wise men. This improved 
edition sets forth the ungarnished facts you need to know in appraising the business 
papers in which you can advertise to build your business. 


Perhaps, like most GAS advertisers, you are chiefly concerned with selling goods 
which go into construction and equipment . . . products for maintenance . . . raw 
materials for manufacturing . . . services that increase sales or improve efficiency. 
But whatever your aims, this valuable reference book simplifies your problem by 
combining Audit Bureau of Circulations' measurement of ‘how many paid readers" 
- with the equally important yardstick of “who reads which papers, and why”. 


Insignificant, indeed, is the five dollars that will put the new A.B. P. BLUE BOOK 


on your desk, where it can make your job easier . . . your advertising dollars more 
effective. A note to GAS will bring it. 


. The NATURAL Gas Magazine 
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GAS is a member of The Associated Business Papers, Inc. 


LOS ANGELES CHICAGO HOUSTON 
810 So. Spring St. Peoples Gas Bldg. 306 Shell Bidg. 
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Col. Burrell Vice-President 
Atlantic States Gas Co. 


OLONEL George 

Arthur Burrell, 
of Burrell-Mase En- 
gineering Co., Pitts- 
burgh, Pa., was 
recently elected vice- 
president of Atlantic 
States Gas Co., Inc., 
New York City. 

Colonel Burrell, 
who discovered the 
supply of helium in 
Texas in 1918, has 
been engaged in re- 
search work in the 
gas and petroleum 
fields for many years 
since attending Ohio State University. 
From 1904 to 1908 he was a chemist 
with the U. S. Geological Survey, and 
from 1908 to 1916 was in charge of 
research work on gas, mine gas, natural 
gas, and gasoline for the U. S. Bureau 
of Mines. 

From 1916 to 1933 Colonel Burrell 
acted as consulting engineer in the 
petroleum and natural gas fields. During 
1930-31, he was retained by the Russian 
government to modernize its natural gas 
industry. During the war, as a Colonel 
in the United States Army, he was in 
charge of all research work on chemical 
warfare. He is the inventor of a gas 
detector and a gas analyzer. 

The Atlantic States Gas Co. serves 
liquefied petroleum gas in New York and 
Pennsylvania. 


G. A. BURRELL 


Montana-Dakota Utilities Co. 
Builds Butane Plant in N. D. 


A $19,000 butane plant to replace the 
manufactured gas plant will be com- 
pleted in Valley City, N. D., about Sep- 
tember 1 by Montana-Dakota Utilities 
Co., according to Cecil W. Smith, gas 
engineer. 

Construction started the latter part of 
July. A building of fabricated steel is 
being erected to house three tanks, larg- 
est of which will be 65 feet long and 
weigh 65,000 pounds. The other two 
tanks will weigh 40,000 pounds each. 

Approximately 600 meters were served 
with manufactured gas. 

A detailed account of the installation 
of this plant is being prepared for 
GAS by Mr. Smith and will appear in 
an early issue. 


N. B. G. A. In Cleveland 


The National Bottled Gas Association 
will meet in Cleveland, Ohio, during the 
American Gas Association Convention, 
which convenes the week of September 
27. Time for the N. B. G. A. has not, as 
GAS goes to press, been definitely as- 
signed, but the meeting is tentatively 
set for September 28. The hotel has 
not yet been announced. 


ROPANE NEWS 


One of the Modern Cookery Shows conducted by Shell Petroleum Corp. in five states 
to advertise its bottled gas, Shellane. 


Shell Corp. Promotes 100 
Shellane Cooking Schools 


HELL Petroleum Corp., distribu- 

ting a bottled gas under the trade 
name of Shellane, has conducted ap- 
proximately 100 modern cookery 
shows in communities in lowa, south- 
ern Minnesota, southern Wisconsin, 
Illinois, and Missouri. Most of the 
towns are without manufactured or 
natural gas service, according to C. 
B. Acox of the Shellane Department, 
inasmuch ‘as the company’s sales story 
is directed to residents off the gas 
mains. 

Most Shellane distributors have 
conducted two shows each day, one in 
the afternoon, and the other in the 
evening. A greater number of persons 
attend the evening demonstration, 
says Mr. Acox, and a greater number 
of prospects are closed then. The 
company thinks that the explanation 
for this may possibly be that the 
housewife attends the afternoon show 
and is so impressed that she returns 
for the evening demonstration and 
brings her husband with her. 

Cards with questions and a place 
for signature are distributed toward 
the close of the program. The com- 
pany has found that it obtains more 
intelligent answers when the cards 
are passed out after most of the 
demonstration has been completed 
than it does when the cards are 
handed out at the door as the visitor 
enters. 

Numerous small prizes, Mr. Acox 


adds, attract more attention than one 
major prize. The food cooked is often 
distributed in addition to the other 
prizes. 

A Shellane modern cookery show is 
advertised for two or three weeks in 
advance by the local Shellane dis- 
tributor. Newspapers are supplied 
with advertising mats and a publicity 
story about the demonstrator. Two 
demonstrators have been in the field 
conducting from four to five shows 


weekly. 
|<} ¥ 


Conservation Pact Extended 
By Congress to 1939 


Extending the Interstate Compact to 
Conserve Oil and Gas for two years to 
September 1, 1939, the joint House and 
Senate resolution was signed by Presi- 
dent Roosevelt early in August. It is 
Public Act No. 145. 

The compact, renewal of which was 
executed on May 10, 1937, by the gov- 
ernors of Oklahoma, Texas, Kansas, 
New Mexico, and Colorado, was origi- 
nally executed in 1935. 

az 6CU 


Carbon Permit Granted Marsh 


Permission to manufacture carbon 
black in Texas County, Oklahoma, has 
been granted by the Oklahoma Corpora- 
tion Commission to the Hagy-Harring- 
ton-Marsh Carbon Co., Amarillo, Texas, 
and drilling crews have started work on 
four test wells to locate the most pro- 
ductive gas areas. Location of the carbon 
and gasoline plants will be determined 
later, according to Stanley Marsh, Jr. 
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Kerotest Type 133 
Diaphragm Packless Vaive 


the ideal values for 
modern propane gas sewice 


Incorporating the famous Kerotest Diaphragm 
Packless design, these strong, pressure-test- 
ed valves can be inspected or repaired while 
under full pressure without interrupting ser- 
vice from the line—thus extending their ser- 
vice indefinitely They are listed as stand- 
ard by the Underwriter’s Laboratories and 
are available with or without handwheels. 
Try them on your next job. 


KEROTEST MANUFACTURING CO. 


PITTSBURGH, PA. 


BUTANE - PROPANE NEws 


G AS-September 1937 


& 


A sales meeting of Butane Gas Corp. at Little Rock, Ark. 


lel OME SES Butane Gas Corp. of Little Rock Plans 


Five-State Sales Campaign 


O plan the August sales cam- 
paign of Butane Gas Corp., Lit- 
tle Rock, Ark., 50 distributors, sales- 
men, and service men on July 30 
came to Little Rock from territories 
served by the company in Arkansas, 
Tennessee, Missouri, Kentucky, and 
Mississippi. 
B. T. Harris, manager, spoke at 
the general morning session. Two 


The SUPPLEMENT to the Handbook $ 00 
Butane-Propane Gases (2nd edition). . 


Per 
Copy 


A record of the past two years of progress in the 
Liquefied Petroleum Gas Industry published March 1937 


HANDBOOK 


BUTANE 
PROPANE 
GASES 


SECOND EDITION 


375 pages 
$5.00 per copy, plus postage 


CONTENTS: Use in internal combustion engines: Design & Installation of Stor- 
age: Supply from Petroleum Refineries: Engineering Data on the Lower Olefins: 
Domestic Appliance Testing and Utilization: Economical Comparisons with Coal, 
Oil, Electricity, Producer Gas, Manufactured Gas: Town Plants: Manufacture 
from Natural Gas: Special Uses: Volume Correction Factors: Supplements & 
Revisions: Transportation: Use with other Gases: Analysis & Testing: Properties 
of Mixtures: Bottled Gas Distribution: Biblicgraphy: Central Plant Directory: 
Catalogue Section. 


2nd Edition Handbook. . .$5.00 BOTH $ 00 
NOW 


2nd Edition Supplement. .$1.00 plus 


postage 
We pay the postage on orders accompanied by remittance. 


Published by publish- 810 $. Spring St. 
ers of OIL & GAS 
Equipment Review Los Angeles, Calif. 


The NATURAL Gas Magazine 


group meetings were held during the 
afternoon. At one, Jack Rogers, chief 
of service, conducted a school of in- 
struction in installing and maintain- 
ing plants. At the other session, F. S. 
Baird, sales manager, held a sales 
school. 


Butane Gas Corp., in business for 
two years, is serving approximately 
1,000 customers with straight butane, 
3300 B.t.u. The gas is delivered by 
a fleet of 16 trucks. 


Five 18,000-gallon storage tanks 
are located at strategic points: at 
Little Rock, Forrest City, Blytheville, 
and Dumas, Ark., and at Memphis, 
Tenn. The tank at Blytheville was 
constructed in June, together with a 
warehouse and a railroad spur. In a 
little more than 30 days after open- 
ing the Blytheville office, that branch 
sold 50 butane systems. 


Peak month of the Butane Gas 
Corp. in Arkansas was May, when 
116 plants were installed. 


The company uses an underground 
system that is buried below the frost 
line. 


Okla. Natural Buys Lines to 
Strengthen Gas Reserve 


Strengthening its gas reserves, gath- 
ering lines in the Oklahoma City field 
owned by J. S. Wright have been 
purchased by Oklahoma Natural Gas 
Co., according to announcement by W. 
Jennings Young, vice-president. The 
lines are those of the Canadian Valley 
Pipe Line Co., Lorinda Gas Corp., Red 
Oak Pipe Line Co., and Rose Dale Pipe 
Line Co. Since the inception of these 
lines, gas has been sold to Oklahoma 
Natural at two city border locations in 
Oklahoma City. The company took over 
operation on August 1. 
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Memphis Natural Gas Co. 
Starts Cathodic Protection 


: EMPHIS (Tenn.) Natural Gas Co. 
; began work on July 26, on the ap- 
plication of cathodic protection of ap- 
proximately 15 miles of 18-inch Dresser- 
coupled high-pressure gas line in the vi- 
cinity of Greenville, Miss., and Wilmot, 
‘ Ark., and extending into northern Louisi- 
ana. This work is being done under the 


a 


engineering supervision of Robert J. 
J. Kuhn, consulting engineer on elec- 
trolysis and corrosion of pipe lines with 
headquarters in New Orleans. 

: Recent inspections were made of pipe 
- in a section that was electrically pro- 
tected two years ago. These inspections 
were made by executives and engineers 
of the company including Birger John- 
son, president; Larry Johnson, metal- 
lurgist; H. C. Wallace, vice-president; 
M. B. Higman, chief engineer; L. W. 
Campbell, superintendent of pipe lines, 
and Mr. Kuhn. The excellent results 
obtained from the initial installation led 
to the decision to electrically protect the 
additional 15 miles. 

With the completion of the protection 
on the present schedule, a total of 66 
miles of the 200 miles of 18-inch trunk 
line will be cathodically protected. Pur- 
chased electric power is used on all the 
protection installations on this line. 


American Liquid Gas Corp. 
Opens Butane Stations 


Two new butane stations—one in Los 
Angeles, and the other in Madera, Calif. 


cy iG Go. oe gin” | UNIFORMITY PRODUCED BY EXPERIENCE 


The Los Angeles station will be the 


— Rng fae ce ae © For over 30 years Pressed Steel Tank Company have been designing and manufac- 
Seah eta tenes. ante highways—-Alameda turing metal containers for gases, liquids and solids. 
Sineat and tha Fourth Street Viadact. The ability to maintain uniform strength, durability and dependability is based on 
The first 4,000-gallon tank is now in use experience, precision manufacturing and a careful supervision of raw materials. 

; The value of absolute uniformity is so well recognized that Hackney cylinders are pre- 


and business is being carried on during 
completion of construction. It is expected 
that work will be finished during Sep- 
tember. 

Improvements are being made at the 
Madera station. Two delivery trucks 


ferred, two to one, in the field. 
Be sure that you have complete information about Hackney cylinders for Propane, 
Butane and Butane-Propane mixtures. Write for it today. 


PRESSED STEEL TANK COMPANY 


distribute the fuel to homes and business 208 S. LaSalle St., 1363 Vanderbilt Concourse Bldg. 
houses. For its increasing truck busi- on agin —— pony ina ork wee 

° . cosevelt Bid 
ness, the company maintains 24-hour ilconhan” Wie. [= io oo 


service with an experienced person in 
charge of carburetor equipment. 
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Michigan Tightens Rules 
Strict lation of Michigan’ 
natural gas production i punekied tice BUILD YOUR HOGUSEHEATING LOAD 
ich gives the stat i 
of natural dry gas wells the power t = LL DCON 
pro-rate the flow and regulate all rro- DIAPHRAGM ‘| \ bet A ie 


duction operations. The supervisor will rs dah 

Mm | rmostat f 
act under the direction of the state ee swe These two advanced Klixon devices | PILOT 
give exact automatic temperature 1 


director of conservation. 
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Gas Service Co. Extends Line 


Approximately 7,000 feet of 4-inch line 
are being laid by The Gas Service Co. 
at Independence, Mo., to serve Beverly 
Hills, a new residential subdivision. An 


dditi 1 7,000 feet of 2-inch in li 

will be laid to pipe the homes in the || GPENCER THERMOSTAT COMPANY 
district. The company expects to serve Unit of Metals & Controls Corporatio 

40 or 50 customers as soon as gas 1s 87 FOREST STREET @® ATTLEBORO, MASSACHUSETTS 


available. : 


control and assure positive pilot pro- | |) Sefety valve 


tection for your gas-fired space heat- 


ers... provide sales features that eS Se 
make it easy to sell gas heating.  — @ 


Write today for descriptive bulletins. a = 
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Fully Automatic 
INDUSTRIAL 


GAS ENGINE 
POWER UNITS 


10 hp to 375 hp 


For AuL [INDUSTRIAL 
PowER APPLICATIONS 


Generators, Pumps, Compressors, 
Air Conditioning and 
Ventilating Service 


* 
Deluxe Sound-Silenced Units 
for Homes, Apartment Hotels, 
Hospitals and = Service 


GAS rowun DIVISION 


WAUKESHA 


MOTOR COMPANY 


WAUKESHA WISCONSIN 
creer ene ene mo pate cae 


AUTOMATIC 
CONTACT PILOT 


Works equally well with every type of re- 
mote furnace control, whether thermostat or 
push-button. Makes every furnace installation 
modern. Moderate in cost—easy to install. 
Write for prices and details. 
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DOMESTIC MANUFACTURING CO. 
700 East Florence Ave. Los Angeles, Calif. 
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Well Testing for the Texas 
Railroad Commission 


By A. M. CROWELL 


WELL-TESTING program has 

been undertaken by the engi- 
neering department of the Oil and 
Gas Division of the Texas Railroad 
Commission that should prove of 
especial value in establishing the 
ability of wells to produce gas. The 
work will include: 

1. Experimental determination of 
back-pressure curves on gas wells 
producing liquid. 

2. Determination of the behavior 
of light hydrocarbons in high pres- 
sure wells under reservoir conditions. 

These experiments will be made on 
the 266 wells located largely in the 
Gulf Coast and Rio Grande Valley 
districts, which are producing vary- 
ing amounts of high-gravity liquid, 
with a large volume of natural gas. 

3. Determination of the solubility 
of natural gas in crude petroleum. 

The Commission is faced with the 
problem of classifying some 266 wells 
producing 168,000 gallons of water 
white, highly volatile fluid each day. 

For the efficient conduct of the ex- 
periments, the Commission bought 
a one-half ton, panel-type truck with 
power take-off, and fitted it with the 
following equipment: 

1. Reel—12,000 ft. capacity—com- 
plete with measuring device and hy- 
draulic weight indicator. 
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Railroad Commission of Texas 


2. Dead-Weight Tester— 5,000 
pounds per square inch range. 

3. Apparatus for determining the 
gasoline content of natural gas. 

4. High pressure samplers. 

5. Subsurface pressure gage, 6000 
lbs. per square inch range, with clock. 

6. Recording pressure gages hav- 
ing varied ranges. 

7. Specific gravity balance. 

8. Critical and non-critical flow 
gas-testing equipment. 

9. Complete set of tools carried in 
a specially designed tool box. 

The first wells being tested are the 
Sun Oil Company’s wells in the Sea- 
breeze Field. They are about 8,000 
ft. deep, with 3,200 pounds gage pres- 
sure; produce a water white fluid. 

The procedure followed on these 
wells in studying the behavior of the 
water white fluid under reservoir 
conditions is as follows: 

1. The bottom-hole pressure and 
temperature is first being determined. 
Incidental to the determination, the 
existence of a liquid level in the tub- 
ing will be established by the use of 
the weight indicator. 

2. A sample of the fluid from the 
flow stream will be taken into the 
high-pressure sampling tube to such 
a pressure that when the tempera- 
ture is increased to bottom-hole tem- 


eae . 


is 


The car used by the Texas Railroad Commission for testing wells. From left to right are 
V. E. Cottingham, director of production; A. M. Crowell, chief gas engineer: Dr. F. V. L. 
Patten, chemical engineer, and Charles Seecamp, Jr.. mechanical engineer. 
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GAS CLEANERS 


den Suceess 
op PACIFIC 


Floor Furnaces 
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Heavy. Rust-resisting 
Leak-Proof Heating 
Element 


= 
Pacific 
Multi-Tubular 


Burner with Patented 
Safety Pilot 


® Here is a floor furnace engineered and constructed 


to the most exacting detail; to give perfect perform- 
ance and extra long life. Heavy, rust-resisting, leak- 
proof heating element, and the famous Multi-tubular 
burner with patented safety pilot, are just a few of 
the reasons why Pacific Floor Furnaces lead the 
quality field in performance and economical! opera- 
tion. Of course they are A.G. A. approved. 


A Pacific 


for Every 


Heating Need 


® Duct Unit Heaters 
® Blower Furnaces 


® Gravity Furnaces 

® Forced-Air Units 

® Cas Steam Radi- 
ators 
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® Water heaters 
® Circulators 


The New Pacific Single or Dual 
Register Floor Furnace with 
Modern Grille 


We will be glad to send P A C F C 


BLAW-KNOX COMPANY 


2033 FARMERS BANK BLDG.—PITTSBURGH, PA. 


GAS RADIATOR 
COMPANY 


you complete literature 
—write for it today! 


Offices and Representatives in Principal Cities | -'1740 W. WASHINGTON BLVD.. LOS ANGELES. CALIF. 
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perature, the pressure will increase 
to bottom-hole pressure. 

The high-pressure sampling tool 
will be placed in a vertical position, 
and the temperature will be raised 
to bottom-hole temperature. Under 
these conditions, small samples of 
liquid will be taken off the bottom of 
the sample tool. These samples will 
be allowed to expand into a four-liter 
bottle. As long as liquid samples are 
being taken and expanded into the 
four-liter bottle, a constant pressure 
will be exerted. When a change is 
made from liquid to gaseous state, a 
different pressure will be exerted. 


By measuring the samples of liquid 
which can be removed from the bot- 
tom of the tube and by drawing off 
the gas remaining in the tube and 
passing this gas through the test 
meter, the liquid gas ratio under bot- 
tom-hole conditions can be found. 

3. A sample will be taken into the 
high-pressure sampling tool to such a 
pressure that when the sample is re- 
turned to bottom-hole temperature, 
the pressure will increase to bottom- 
hole pressure. The sampling tool is 
placed in a horizontal position so 
that there will be a maximum sur- 
face of contact between the liquid 


-— 


| CRANEQUIP throughout for years of satis- 
factory service. Specify Crane Valves—Fit- 
tings—Fabricated Pipe—Piping Accessories 


i CRANE 3 


CRANE CoO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO, ILLINOIS 


Branches and Sales Offices in One Hundred and Sixty Cities 


" 


The Rats You Pich is the 


DOUBLE $4. 


DOUBLE $4.50 


Rete You Hay. a 


When you enter Hotel Sherman 
you give the orders. Any day or 
night, whatever price room’ you 
wish you may be sure will be 
assigned to you cheerfully —a 
sizeable, comfortable room and 
your own private bath. The en- 
tire staff has only one purpose 

.. pleasing you !!! 
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and gaseous states, and heated to bot- 
tom-hole temperature. Under these 
conditions, the gas will be bled off 
through the test meter and thence 
through either a charcoal tube or a 
condenser surrounded by a dry-ice, 
ether mixture. 

When the pressure in the sampling 
tube has been reduced to a little 
above atmospheric pressure, the tube 
will be placed in a vertical position, 
and the remaining liquid forced out 
of the tube and measured. As a re- 
sult of the data obtained, it will be 
possible to determine: 

(a) The amount of heavier hydro- 
carbons removed in the gaseous state 


_ per unit volume of gas at various 


times during the course of production 
of the well. 

(b) The total quantity of heavier 
hydrocarbons will be removed in the 
gaseous state per unit volume of gas 
throughout the productive life of the 
well and by the volume of heavier 
hydrocarbons which will not be re- 
moved from the sand in the gaseous 
state, and which, therefore, will have 
to be removed as liquid. 

4. A sample of the liquid from the 
separator of the gas well will be 
taken into a high-pressure sampling 
tube and an analytical distillation 
will be run of it. A sample of gas 


leaving the separator will also be 


taken and a specific gravity determi- 
nation will be made. These latter ex- 
periments will be carried out to cor- 
relate one well with another. 

The car that is used for the tests 
was designed by A. M. Crowell, chief 
gas engineer, Dr. F. V. L. Patten, 
chemical engineer, and Charles See- 
kemp Jr., mechanical engineer, who 
are conducting the work in Seabreeze 


Field. 
® & 


So. Counties Gas Co. Calls 
All 6% Preferred Stock 


Directors of Southern Counties Gas 
Co. have called for redemption of all 
the company’s outstanding 6 per cent 
preferred stock on September 30. 

There is a total of $2,500,000 par 
value of this issue outstanding. The 
stock is called at the redemption price 
of $105 a share. 

Stockholders will be advised in the 
near future by letter that an accumu- 
lated dividend of $1.50 a share, hereto- 
fore declared, payable October 15 to 
stockholders of record September 30, 
will be paid upon the surrender of:their 
stock certificates on or after September 
1. The issue will be removed from trad- 
ing on the Los Angeles Stock Exchange 
on that date. 

a 6D 


Sullivan Gulf Cities Manager 


J. S. Sullivan, who for three years 
has been assistant manager for Gulf 
Cities Natural Gas Co., Texas City, 
Texas, has been appointed manager. 
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Include Gas Members in N. Y. 


Electrical Association 


The Electrical Association of New 
York, Inc., on August 16 voted to in- 
clude gas interests within the member- 
ship and to change the name of the 
association to the Electrical and Gas 
Association of New York, Inc. Two of 
its chief objects are to act as the central 
organization for and to promote the in- 
terests of the gas and electrical indus- 
tries of the metropolitan New York area. 

C. E. Stephens, president of the Elec- 
trical Association, stated that the action 
to include gas interests was the result 
of the increasing trend for companies 
to render both gas and electric service 
and to supply both kinds of appliances. 

a 


% 
Hall Joins Public Service Co. 


A. §S. Hall, who has been general 
superintendent of Peoples Gas Co., Port 
Arthur, Texas, for several years, has 
accepted a similar position at Austin, 
Texas, with Texas Public Service Co., 


according to an announcement by Vice- 
President William Lawlor, Jr. 

A. G. Smith of the Port Arthur Com- 
pany succeeds Mr. Hall. 


= 4g 
Texas Production Changes 


Production of dry sweet gas in Texas 
declined during the first six months of 
1937 from 1,268,189,000 cu. ft. to 1,066,- 
862,000 cu. ft., according to the June re- 
port of the Railroad Commission of 
Texas. During the same period utiliza- 
tion of casinghead gas increased from 
801,354,000 cu. ft. to about 931,101,000 
cu. ft. The Commission in its report ex- 
presses gratification at the success of 
conservation efforts. 


= 8 
Hutchinson Meters Gain 10% 


A gain of 10 per cent during the year 
ending June 30, 1937, in Hutchinson, 
Kan., is reported by The Gas Service Co.., 
which now supplies natural gas to 6,422 
meters as against 5,796 a year ago. 
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Kansas Hearing Brings Out 
Waste in Otis Field 


Five billion cubic feet of natural gas 
produced in the Otis field in Kansas have 
been wasted, according to testimony at a 
hearing of the Kansas Corporation Com- 
mission. 

A total of 33,600,000,000 cu. ft. has 
been taken out since discovery of the 
field in 1930, it was brought out. Pur- 
chases have amounted to 28 »200,000,000 
cu. ft.; drilling fuel has taken 333 ,000,- 
000 cu. ft.; the remainder has been 
wasted, it is claimed. 

The commission expects to establish 
an oil-gas ratio in producing combina- 
tion oil and gas wells. 


= & 
Carbon Plant Permit for Ark. 


Permission to construct a carbon black 
plant in southeast Arkansas has been 
granted by the Arkansas Board of Con- 
servation to State Senator H. M. Barney, 
who took the permit on behalf of eastern 
interests, it is reported. 


New Streamline Design 
JOHNSON 


LUMINOUS CONVERTER 


Write for 
New Free 


Giving Full 


Booklet 


Details 


>“ ¢ 


<“@ ACTUAL SIZE 


Greater Efficiency! 
Greater Economy! 


Greater Dependability! 


A new streamline design makes the improved 
Johnson Luminous Converter even more powerful, 
efficient and economical to operate. Free and un- 
impeded air-flow to the point of ignition produces 
more complete combustion of the gas. Greater 
heating value from units of fuel consumed is the 
net result. Improved Bi-Metal Element cuts off main 
gas supply in the event of pilot failure. This sensa- 
tional burner is easily installed, practically trouble- 
free, and so economical to operate that home 
owners become enthusiastic boosters of gas as a 
domestic heating fuel. Here is a burner that you 
can take effectively into the huge market of medium 
and low income home owners. 


SHNSON GAS > APPLIANCE (¢5 
Cedar Rapids ff © IOWA 
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Memphis Natural Gas Co, Increases 
Compressor Station Facilities 


WO new compressor stations are 
now under construction by Mem- 
phis Natural Gas Co. near Wilmot, 
Ark., and Lula, Miss., and an addi- 
tional compressor is being installed 
at the station at Guthrie, La., accord- 
ing to Birger L. Johnson, president. 
These additions have necessitated 
creation of the position of general 
superintendent of compressing sta- 
tions operations, Mr. Johnson states, 
and C. H. Bryan, formerly chief en- 
gineer at the compressing station at 
Benoit, Miss., has been appointed to 
this post. He has been with the com- 
pany eight years. 
The Wilmot station is located on 
the 18-inch main line 39 miles north 
of the Monroe (La.) gas field. This 


FOR SALE 


Any portion of 25 miles 
16 inch O.D. plain end pipe 
V4 to Y% inch wall 


EXCELLENT CONDITION 


Grundstein-Topper-Goldberg Co. 
2108 So. High St. Columbus, Ohio 


station will contain 3,000 brake horse- 
power. The units are being manufac- 
tured by Clark Brothers Co. and are 
known as the angle type unit, de- 
signed to compress gas from 255 
pound suction pressure and 400 pound 
discharge pressure. There will be a 
total of five 600-hp. units in this 
station. 

The Lula station is on the com- 
company’s main line 155 miles north 
of the Monroe gas fields. It will be 
equipped with five 340-hp. Worthing- 
ton 18% x20 compressors, totaling 
1,700 installed horsepower, designed 
to operate at 235 pound suction pres- 
sure and 370 pound discharge pres- 
sure. 

At the Guthrie station, Memphis 


Patents and Trademarks 
Protect your most valuable assets. 


Expert service. Prompt attention. 
rite 


LESTER L SARGENT 


Registered Patent Attorney 


Washington, D. C. 


1115-K St., N. W., 


The Goodman Stopper 


The Reliable Shut-off for Street Mains 


Equipped with Improved Patented Locking Sleeve, 
which locks both handles to the pipe. Stopper can- 
not slip. Gas cannot pass. 


Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Brooklyn, N. Y. 


Pac. Coast Rep.: C. B. Babcock Co. 


475 Eleventh Street 


San Francisco, California 


AIR CONDITIONING 


2 


HEATING EQUIPMENT 


FURNACES BLOWERS 


FILTERS WASHERS 


Write for attractive Dealer proposition 


ELECTROGAS FURNACE & MANUFACTURING CO. 
2575 Bayshore Boulevard, San Francisco 
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Natural Gas Co. will iristall one 1,300- 
hp. twin tandem Worthington com- 
pressor, bringing the station’s total 
installed horsepower up to 5,000. 


All compressor station construction 
is under the direct supervision of H. 
C. Wallace, consulting engineer of 
New York city, and M. B. Higman, 
chief engineer of Memphis Natural 
Gas Co. 


Four-Day Appliance School 
Held by Okla. Natural 


An appliance service school, held for 
four days by Oklahoma Natural Gas 
Co., at Tulsa, Okla., was conducted re- 
cently by Dr. F. E. Vandaveer, super- 
visor of the American Gas Association 
Testing Laboratories, Cleveland, Ohio. 
Forty men were selected throughout the 
property to attend, according to W. 
Jennings Young, vice-president. Manu- 
facturers of all lines of gas burning 
equipment displayed their newest mod- 
els. Manufacturers of control equipment 
furnished cross section models for dem- 
onstration purposes. 


Throughout the four days of the 
school, Dr. Vandaveer explained in de- 
tail the work of the Testing Laboratories, 
then explained the operation of each 
piece-of equipment and the results that 
should be obtained by its use. He also 
demonstrated the proper methods to be 
used in servicing and adjusting the dif- 
ferent types of control equipment. 


Other speakers were Dr. Sidney Born, 
University of Tulsa; L. A. . Farmer, 
superintendent of distribution, and John 
Warden, general sales manager, of Okla- 
homa Natural Gas Co.; Roy Parker, 
Carl Dean, and Mildred Clark, home 
service director. H. A. Newton, sales 
manager of the Tulsa district, presided, 
assisted by Miss Clark. 

The company plans, Vice-President 
Young states, to conduct similar schools 
at intervals throughout the company 
territory, and may make the general 
school an annual event. 


United Gas Corp. Takes Over 
Operation of Properties 


As a step in the simplification of the 
corporate structure of United Gas Corp., 
New York, N.Y., announcement has been 
made that hereafter all United Gas Sys- 
tem companies will be operated directly 
by United Gas Corp. 

United Gas Corp. will now engage di- 
rectly in the distribution and retail sale 
of natural gas, whereas in the past this 
was done by the several subsidiary com- 
panies comprising the United Gas Sys- 
tem. All distribution properties of the 
United Gas System will now be termed 
United Gas Corp. 


Change Chicago Shop Areas 


The three shop districts of The Peo- 
ples Gas Light and Coke Co., Chicago, 
were changed, effective August 1, to 
bring each shop more closely to the cen- 
ter of population in the district and to 
permit a simpler geographic division of 
territory. The districts are known as 
North, Central, and South Districts. 
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Industrial 


GAS CONTROL 
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Cross-Section View — REYNOLDS Dead Weight 
— Single Balanced Valve, Toggle Type Regulator 


* Greater capacity . . . increased range... 
quicker response .. . these are decided advan- 
tages of Reynolds Improved Gas Regulators for 
industrial control. They assure smooth, constant 
outlet pressure and volume even though inlet 
pressure and volume are irregular. Manufac- 
tured in single or double valve construction, 
Reynolds Industrial Regulators are proved by 
performance in factory tests and on installations 
throughout the world. 


REYNOLDS PRODUCTS 
High Pressure Service House 
Regulators—Straight Lever Type 
—Models 0-10-20 series; Toggle 
Lever Type—Model 30 series. 


Low Pressure Service or Appli- 
ance Regulators. 


District Station Regulators, 
Sirigle or Double Valve—Auxil- 
iary Bowl and Automatic Loading 
Device Optional. ‘. 


High Pressure Line Regulators 
—Pilot Loaded—Pilot Controlled. 
Toggle Type Regulators—Single 
Valve, Double Valve, Triple Outlet. 


Seals—Dead Weight or Mercury. 
Back Pressure Valves . Automatic 
Quick Closing Anti- Vacuum Valves 
. Automatic Shut Off Valves . Lever 
Operated Valves . Louver Oper- 
ated Device . Atmospheric Regu- 
lators . Vacuum Regulators. 


Branch Offices: 
421 Dwight Building 
Kansas City, Mo. 

2nd Unit, 
Santa Fe Bldg. 


Dallas, Texas 


Representatives: 


Eastern Appliance Co. 
Boston, Mass. 


= 


REYNOLDS GAS REGULATOR CO. 
ANDERSON, INDIANA, U.S. A. 
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Patented 


IN CONDENSATION CONTROL 
HOME HEATING EFFICIENCY 


Realizing that thousands of dollars are annually needlessly wasted 
through escape of preheated air and chimney corrosion, Condensation 
Engineers developed the Howle Heat Extractor. 


The Howle Heat Extractor traps the acid bearing corrosive moisture 
laden gases, before they strike cold chimney surfaces and condense. 
Only “heatless’ dry air is permitted to pass off up the stack, thus 
entirely eliminating early chimney repairs and promoting fuel economy. 


The largest gas utility comoanies in the world and heating engineers 
everywhere have acknowledged the value of the Howle Heat Extractor 
in increasing the efficiency of heating plants by redirecting preheated 
air into the basement, raising temoveratures from 10° to 20° F. 
Condensation Engineering Corporation can prove to you how to increase 
the efficiency of home heating plants at no additional fuel expense. 
Write them for information and prices on an entire line of condensation 
equipment. It will be furnished free on request. 


Please direct all Canadian inquiries to 
Condensation Engineering Corporation of Canada, Ltd. 
Helena Bldg., King St., London, Ontario 


| \/ITROLINER, 


[the permanent Chimney Liner |) 


Trade Mark 


CONDENSATION 
ENGINEERING 


CORPORATION 


TELEPHONE MONAOE IO3ZI os 


335 South Western Avenue, Lhicago 
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NEW LOW COST 


J RASER, 


| Gas Furnace 


and 
Winter 

Air Conditioning 
System 


Sensational in per- 
formance, low orig- 
inal cost and low 
operating cost. 


Write 
for details 


today. 


Menufactured by 


Fraser Furnace Company 
Stockton, Calif. 


Distributed by 


H. R. Basford Company 


Los Angeles 


San Francisco 


For Exposed 
Pipes Also 


The pipes on this cooling tower exposed to continuous 
spray are scaled with dried mist, but under the scale 
is a single application of NO-OX-ID. It has been 
there for years, giving the steel 100% protection. 
Cniy NO-OX-ID combines the chemical and mechan- 
ical advantages that give complete long time pro- 
tection. For buried or exposed pipe lines, service 
pipe, gas holders, purifiers and accessory equipment, 
there is a suitable consistency of NO-OX-ID to stop 
all loss of metal. Dearborn Service Men are readily 
available. Write for data and recommendations. 


DEARBORN CHEMICAL COMPANY 


Les Angeles: San Francisco: 


807 Mateo Street 421 Bryant Street 
Phene TRinity 3385 Phone SUtter 8688 


A. T. Knies Resigns From 
Texas Public Service Co. 


T. KNIES, vice-president and gen- 
e eral manager of the Texas Public 
Service Co., Austin, Texas, has an- 
nounced his retire- 
ment from active 
management, effec- 
tive August 1. He 
is succeeded by Wil- 
liam Lawlor, Jr., 
manager at Austin 
since 1934. Mr. 
Knies, who has been 
with gas utilities in 
Austin since 1913, 
will continue with 
the company in an 
advisory and con- 
sulting capacity. 

Mr. Knies joined 
the old Austin Gas 
Co. in 1913, after 
having served as manager of the gas 
properties of the Palestine Power and 
Light Co. at Palestine, Texas. He con- 
tinued his service with the Texas Public 
Service Co., and was vice-president and 
general manager for many years. 

Mr. Lawlor has had more than 30 
years of service with the various enter- 
prises of the Public Service Co. He was 
in Austin from 1913 until 1927, when he 
was transferred to Beaumont as local 
manager of the irrigation interests of the 
company. In 1934 he was made manager 
at Austin. 


W. LAWLOR 


Waukesha Appoints Kilpatrick 
Head of Gas Power Division 


To head its newly formed Gas Power 
Division, Waukesha Motor Co. has ap- 
pointed Harry V. Kilpatrick, who has 
been with the company for 16 years and 
is a veteran of the sales staff. 

Mr. Kilpatrick introduced power units 
to two new uses—portable mills and pea 
viners. He also extended the use of 
Waukesha engines for gravel pit ma- 
chinery and for isolated and stationary 
power installations—generators, pumps, 
etc., and he is widely known throughout 
the Middle West. 


Oklahoma Natural to Improve 
System in Ardmore 


Extensions will be made by Oklahoma 
Natural Gas Co. to its distribution sys- 
tem in Ardmore, Okla., and lines will be 
rearranged for improvement of service, 
according to W. Jennings Young, vice- 
president. The details of the program 
have not yet been worked out. 

The improvements were assured fol- 
lowing a special referendum on July 20 
in which the city voted to grant the com- 
pany a 25-year franchise. The former 
franchise expired some time ago. 


= 8 
Cromwell Pacific Coast Head 


Alexander Cromwell has been elected 
a vice-president of Johns-Manville Prod- 
ucts Corp. and placed in charge of manu- 
facturing activities on the Pacific Coast, 
according to announcement by Lewis H. 
Brown, president of Johns-Manville Corp. 
Mr. Cromwell will supervise the plants 
at Lompoc, Pittsburg, Redwood City, 
Los Angeles, and Watson, Calif. 
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Natural Gas Revenues in May 
12%, Ahead of 1936 


Revenues of natural gas utilities were 
12 per cent greater in May, 1937, than 
in May, 1936, according to statistics com- 
piled by the American Gas Association. 
For May of this year revenues totaled 
$34,138,400. 

Sales of natural gas in May gained 
14.3 per cent over the corresponding 
month last year, reaching a total of 
105,168,000,000 cu. ft. Natural gas sales 
for domestic purposes showed an increase 
of 7 per cent for the month, while indus- 
trial sales gained 18.1 per cent. 

Manufactured gas revenue increased 
2.2 per cent over May, 1936. Total sales 
were 6.4 per cent ahead of a year ago. 
Manufactured gas sales for domestic 
uses were 2.4 per cent below May, 1936, 
while sales for house heating increased 
28.3 per cent. Industrial and commer- 
cial uses increased 16.9 per cent. 


Pennsylvania Commission to 
Start Hearings Sept. | 


Hearings will start on September 1 
before the Pennsylvania Public Utility 
Commission on rates and charges of 
natural gas companies in the state. The 
following schedule has been announced 
for September by Joseph P. Sheridan, 
secretary: 

Ridgway, September 1: St. Marys Natural Gas 
Co.; Ridgway Natural Gas Co.; Clarion Natural 
Gas Co.; James City Gas Co. 


Bradford, September 2: United Natural Gas 
Co.; Crosby Gas Co.; Citizens Gas Co.; Finneasy 


& Co. 

Bradford, September 3: Smethport Natural Gas 
Co.; North Penn Gas Co.; Dempseytown Gas Co.; 
Alum Rock Gas Co.; Allegany Gas Co. 

Pittsburgh, September 16: Manufacturers’ 
Light & Heat Co.: Union Heat and Light Co.; 
Manufacturers’ Gas Co. 

Pittsburgh, September 17, Peoples Natural Gas 
Co.; T. W. Phillips Gas & Oil Co.; Acme Natural 
Gas Co.: Beaver-Butler Gas Co. 


It is expected that hearings will be 
held for 104 companies. 


Ruston Field Absorption Plant 
Built by Arkansas-Louisiana 


An absorption plant with a capacity 
of 30,000,000 cu. ft. a day is under con- 
struction by the Arkansas Louisiana Gas 
Co. in the Ruston gas field. It will serve 
the Bienville and Lincoln parish gas 
wells. 

Five producing wells in the area at 
present are being stripped by means of 
individual separators before the gas is 
turned into the commercial line, A sixth 
well is now nearing pay levels in Bien- 
ville parish, while the seventh and eighth 
wells are under way in Lincoln parish. 
A ninth test is scheduled. 


= 8 
Death Takes Henry Brundage 


Henry M. Brundage, at one time vice- 
president of Consolidated Gas Co. of 
New York, and a leader in the establish- 
ment of a uniform classification of ac- 
counts for utilities, died in July in Port 
Chester, N. Y. He was with Consolidated 
Gas Co. for 40 years until his retirement 
in 19384. He was very active in the 
Accounting Séction of the American Gas 
Association. 
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Its a Long Push to the Opposite Curb 


..-But the GREENLEE is equal to the Job 


If pipe couldn't be pushed un- 
der this wide, newly paved 
street, which is a part of Na 
tional Highway 20, it would 
mean an expensive job of 
trenching, not to mention the 
damage to the street and the 
inconvenience to traffic. It's a 
long push, of course, but not 
difficult for the Greenlee Hy- 


through the earth. Because it 
operates smoothly and efficient- 
ly, one man can stand in a 
comfortable position and send 
pipe where it is wanted, simply 
by pumping the handles. It has 
capacity for pipe up to 4inch, 
has eight speeds for varying 
soil conditions and will exert 
a maximum pressure of 40,000 


pounds on the pipe clamp. 


draulic Pipe Pusher, because it 
is built to handle jobs like this 
one. 


The Greenlee is a compact tool 
that is designed to use hydrau- 
lic pressure to force the pipe 


Investigate this money-saving 


tool. Write for full information. 


GREENLEE TOOL CO., 1700 COLUMBIA AVE., ROCKFORD, ILLINOIS 


Si 


ter 
titers 
teens 


tees 


aethse 
hie 


aft, 
Spiel te 
Ba 
hee 
stag! * 


a 
bates? 
ate." * 


thts! 
bos 


2 
iti« * = 
incee 


ALL YOUR CUSTOMERS CAN ENJOY 
FULL AUTOMAT IC HOT WATER 
SERVICE AT LOW COST 


The HOTZONE Conversion Heater is your answer. Without 
the expense of a complete, new boiler unit—automatic 
hot water is now within the reach of every home in your 
territory. 


This heater is connected to their present storage tank— 
which is easily insulated at a very small cost. 


lt provides completely automatic hot water service—is 
highly efficient—and is an excellent stimulator for sale of 
other automatic gas appliances. 


Write TODAY for complete details on HOTZONE Gas 
Water Heaters—a type and size to fit every domestic 
requirement! 


IN TWO SIZES 


WELSBACH COMPANY 
GLOUCESTER CITY, N. J. — BRANCHES — CHICAGO, SAN FRANCISCO 
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Thor Gas Clothes Dryer on 
Display at Cleveland 


Hurley Machine Co., maker of Thor 
washers and ironers, is placing on the 
market a low-cost gas-heated clothes 
dryer than can be installed in a base- 
ment or laundry room almost as readily 
as a gas plate, and can be as conven- 
iently transported as a piece of house- 
hold furniture, according to the company 
announcement. 

Twenty-four swinging drying rods 


offer the equivalent of 96 ft. of clothes 
line, yet take up less floor space than 
a kitchen table. Clothes can be hung up 
or removed from the rods in less than 
one-half the time required when clothes 
line and pins are used, the company 
states. 

In the Thor dryer, which measures 2 
ft. wide by 4 ft. 4 in. long, a complete 
washing can be dried in two hours or 
less. The rods, in two sets, swing in or 
out at convenient levels and can be 
loaded from either side. 

The dryer, the manufacturer points 
out, in addition to cutting down drying 
time, enables the laundry work to be 
completed regardless of weather, elim- 
inates tearing of clothes with pins, and 
facilitates proper stacking and folding 
of garments to speed up their ironing. 

The Thor gas-heated clothes dryer will 
be on display at the Hotel Statler in 
Cleveland during the A. G. A. convention. 


Vertical Compressor Data 
Issued by Worthington 


Data on a line of vertical single-cyl- 
inder single-stage air-cooled and water- 
cooled compressors are offered in an 
illustrated eight-page bulletin issued by 
Worthington Pump and Machinery 
Corp., Harrison, N. J. 

Sectional views show features of con- 
struction; detailed specifications of the 
feather-type valves and other principal 
elements, rating tables, and dimension 
tables, are included. 


write for our complete catalog. 


Cost Less to Use . . . Investigate “NEW IDEAL’ 


PIPE CLEANING MACHINES 
4. Sizes and Several Models 


You can easily clean a million feet of pipe. Also complete line of Duo-Hydraulic Pipe 
Straighteners; New Ideal De-Denters and Tri-Pod Hoists. See 1937 Composite Catalog or 


The NEW DEAL SPECIALTY CO. 


wee fA CO 


OKMULGEE. OKLA., U.S.A. 


Export: LUCEY EXPORT CORP., New York and London 


BASO 


THERMO ELECTRIC SAFETY CON 
TROL FOR GAS BURNING 
APPLIANCES 


BOILERS * FURNACES * CONYV 
BURNERS * SPACE HEATERS * UNI] 
MEATERS * AIR CONDITIONERS 

VENS * RANGES * WATER HEATERS 
at 


MILWAUKEE GAS SPECIALTY CoO. 


MILWAUKEE * WISCONSIN 


ELECTRIC SWITCH 


SERIES 600 


G AS-September 1937 


Thermo Control Makes Small 
High Capacity Regulator 


LOW-pressure regulator of high ca- 

pacity but small size—5 inch and 6 
inch overall dimensions—to use on ap- 
pliances having a limited space for in- 
stallation, 
has been 
perfected 
by H-M 
Thermo 
Control Co., 


Los An- 
geles, Calif. 
It comes in 
%-inch (5 
inch over- 
all) and 
¥% inch (6 
inch overall) pipe sizes. 

According to the manufacturer, the 
appliances are now subject to pressures 
up to 10.5 inches of water column pres- 
sure. It has consequently been necessary 
to adapt a new listing test requirement 
to the appliance tests. This test is based 
on a minimum outlet through-put for the 
pipe size of the regulator and the 
minimum outlet pressure. 

The H-M Thermo Control regulator 
in the % inch size (5 inches overall) set 
at 7 inches water column inlet pressure, 
2.5 inches outlet pressure, 30 cu. ft. of 
gas through-put setting with a 3 inch 
pressure drop, gives the capacity of 
73,500 B.t.u. of standard gas. By chang- 
ing the through-put setting the capacity 
is increased to 95,000 B.t.u. at .5 inch 
pressure drop and 120,000 B.t.u. at .83 
inch pressure drop. Under this same 
rigid test the % inch pipe size regulator 
(6 inches overall) developed capacities 
up to 185,000 B.t.u. of standard gas with 
a .75 inch pressure drop. 


Johnson Streamline Converter 
Eliminates Air Obstructions 


The improved Johnson Luminous Flame 
Converter with new streamline design, 
which, the manufacturer says, eliminates 
all obstructions that might impede easy 
movement of secondary air to the ports, 
and with improved bi-metal element 
which cuts off the main gas supply in 
case of pilot failure, is described in a 
bulletin just issued by Johnson Gas Ap- 
pliance Co., Cedar Rapids, Iowa. 

Minimum. gas consumption of the 
Johnson Luminous Flame Converter, the 
company states, is 80 cu. ft. an hour and 
maximum is 250 cu. ft. an hour at 3%- 
inch water column pressure. Gas con- 
sumption of pilot is only 1% cu. ft. an 
hour. In the average home, gas consump- 
tion of burner is 160,000 cu. ft. per 
heating season. Shipping weight of 
burner head and adjustable orifice tee is 
only four pounds. 

The bulletin contains graphs showing 
that the converter operates for 24.2 c.f. 
per degree day for an average house 
of 70,000 B.t.u. heat loss. 


= 
Wayne Harreld at Oswego 


American Gas Co., Bartlesville, Okla., 
has appointed Wayne Harreld manager 
at Oswego, Kan. He was formerly with 
the company at Galena, Kan. 
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SPRAGUE METERS 


REDUCE OPERATING COSTS 


